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For months past, we have been urging credi- 












F GOVERNORS 
of the 
AL RESERVE SYSTEM 


BOARD O tors, both professional and businessmen, to 


liquidate their past-due accounts. The Presi- 
FEDER 


et dent, in his recent Special Message to Con- 


gress, sanctioned this idea. He said in part: 


ee encourage the paying off 
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of old debts, mortgages 
and other obligations... 99 


flective May 6, 1942 


As Revised E 


Now—something new has been added. The Govern- 
mental order, through changes in Regulation W 
which became effective May 6, places a greater 


responsibility on every credit granter. 


The new Regulation will require you to devote 
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more of your time to current matters and to shift 


the responsibility of collecting past-due receivables 
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to a “Collection Specialist’ who is a member of 
the Collection Service ‘Division of the Associated 


Credit Bureaus of America, Inc. 


We are as near to you as your telephone. List your 


past-due accounts with us immediately. 
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-- - HOW TO SOLVE ITS 
OPERATING PROBLEMS 


The Kardex Customer History Record is a proved-in practice 
credit-control system. To its scores of famous users, both large 
and small, the introduction of Regulation "W" is no operating 
problem. To the ever increasing numbers of key stores that 
adopt it daily, it provides an IMMEDIATE answer to their current 
credit control requirements. 
For the Kardex Customer History record is the fastest, most pre- 
cise system ever developed. What's more, it's a three-purpose 
system, combining in a single record the work you used to divide 
among several separate systems! 
With this single record you accom- 
plish three important functions — 
primary authorization, credit refers, 
paises and collection control. With a single 
53 record you realize three important 
[—sauance To. | enseir benefits — improved customer ser- 
vice, lower clerical costs, decreased 
bad debt losses. 
What's more, you accomplish all 
these gains with greater operating 
speed than you've ever known/ 


HERE'S HOW 
Here is entered all previous pur- 
* chasing and paying experience— 
amount of last bill, cash received 
to date. 


Here you have your customer's 
original application for credit, 
with every detail of his credit 
history. 
; "Charge takes" can be checked 
aa Tae * quickly from the customer's sig- 
sax saan , — nature, a part of this ies 
> = record! 
mie Tae m2 The famous Kardex Visible Mar- 
me aees"_ALB.C. Manufacturing Co. gin provides an instant summary 
a 165 Broadway of credit data without consulta- 
sai First National aa , tion of the form ifself. At the 
ai 1) sree right a moving Graph-A-Matic 
signal flashes the Amount of 
i Credit Granted since the closing 
Sea TTT a date of the last bill. 


At the left, a moving vertical signal 
indicates the month of the oldest un- 
aid balance. Credit granting is 
andled in seconds with complete 
conformance to Regulation "W" re- 

quirementsl 


rson Av a : ‘ A ypical KARDEX 
aose cystoMER HISTORY RECORD 


RETAIL STORE DEPT. 
REMINGTON RAND INC. sorraio, newyork 
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Hon. Ronald Ransom 
VICE-CHAIRMAN 
BOARD OF GOVERNORS OF THE 

FEDERAL RESERVE SYSTEM * * * 


T WAS A PLEASURE to accept your invitation to 
| appear on this program, because your officials assured 
us who represent the Federal Reserve System at your 
Convention that we would have the benefit of a general 
discussion of the problems of regulating consumer credit. 
The views of those subject to governmental regulations 
are invaluable to administrators. We welcome the op- 
portunity to explain the policies underlying the Board’s 
regulations and the objectives we seek to achieve. Reg- 
ulatory action can best be developed through consultation 
with those whose affairs are subject to regulation. They 
should have every opportunity to present their views 
based on their practical knowledge and experience in 
the daily routine of business. 

Meeting with you affords an opportunity to express 
to your members the Board’s appreciation of the co- 
operation extended by the officials and members of your 
Association. Your officials have always responded will- 
ingly to our requests for conferences and discussions. 
They have been most helpful. 

As a member of a Board of six, I can speak for the 
Board only in connection with matters on which the 
Board has acted and publicly announced its policy. 
Otherwise what I have to say is necessarily an expres- 
sion of my individual point of view. 

Regulation W should be viewed in proper perspective. 
Accordingly, some reference to its background is neces- 
sary. Beyond everything else, all of us have one objective 
that takes precedence over all others: the defeat of 
Germany and her treacherous ally Japan and her con- 
temptible Fascist allies in Italy. The Axis powers have 
conspired to destroy all of those freedoms on which 
democracy rests. We are united as never before to de- 
fend our nation regardless of cost. This was inevitable 
from the moment the Nazi scheme of things came into 
being. These lawless and ruthless enemies of freedom, 
in their lust for world domination, recognized that their 
conception of government and ours could not both exist 
in a world made small by the elimination of distance and 
time. Fortunately for civilization, our President foresaw 


Regulation W 


The American people have been asked in many ways to 
respond to the needs of the hour in protecting and stabi- 
lizing our economic front. In the field of retail credit, 
Regulation W is the contribution to this cause. Here is a 
straight-from-the-shoulder message by Honorable Ronald 
Ransom, Vice-Chairman, Board of Governors of the Fed- 
eral Reserve System, which every credit granter should 
read. It was given at our 30th Annual Conference and 
Credit Sales Forum at New Orleans, June 17. 








* * * * * * 


the course of events, and understood the meaning of this 
world revolution, which has imposed upon our country 
unprecedented burdens and responsibilities. That we 
will win, there is no longer the slightest doubt. 

Our primary obligation, of course, is to supply the man 
power, the munitions, planes, tanks, ships, and other 
war materials, which somewhere on the globe will mean 
the final destruction of the tyranny we oppose. We 
fully realize now that this is a total war, demanding an 
all-out effort, in which civilians as well as the armed 
forces are active participants. It is mot merely a 
mechanized war—a war of material production. It is as 
well a war on the psychological plane, in which propa- 
ganda is pitted against morale. It is also a war on the 
economic front. 

Nazi propagandists have predicted confidently that 
we could not achieve the war production goals set by 
the President. But they have added, inconsistently, that 
if we did it would be at the cost of ruinous inflationary 
developments on the economic front. American industry 
and labor have already given the lie to the first prophecy. 
It is up to all of us to prove them equally false prophets 
in measuring the ability of the American people to rise 
to the needs of the hour in protecting and stabilizing the 
economy. 

Our people have shown, by innumerable evidences and 
tests of public opinion, that they are willing and eager to 
subject themselves to taxation, rationing, price controls 
and other restraints, and regulations essential to safe- 
guarding the economic front. They have asked only 
that the demands made upon them be applied equally 
and fairly, without favoritism. They have responded 
loyally to patriotic appeals to forego unnecessary spend- 
ing and to invest as much as possible of their current in- 
comes in war savings bonds. 

Appeals to their patriotism have sufficed to evoke a 
loyal response even when the reasons for the demands 
made upon them have not been widely understood. The 
close interrelationship of the various parts of the Presi- 
dent’s seven-point program to curb the upward spiraling 
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of the cost of living is apparent to economists, regardless 
of their individual conceptions of the program most 
appropriate at this moment. How generally the re- 
lationships are comprehended is another matter. Not 
many people fully realize that investing in war savings 
bonds, or foregoing unnecessary buying, or paying debts, 
or refraining from borrowing to be used in buying ci- 
vilian goods, are all ways of helping to stabilize the 
economy and curb the upward spiral of living costs. 
We need to make these seemingly complex matters much 
clearer; for the wider the understanding of them, the 
more certain we will be of such cverwhelming, whole- 
hearted public response that there will be no more doubt 
of success on the home front than on the battle front. 

There is no other justification for my taking your 
time today to outline, as briefly and simply as I can, the 
relationship of consumer credit regulation to the other, 
more important parts of the over-all program. Regula- 
tion of instalment and civilian consumer credit generally 
is at best a supplement to the larger, more important 
means of economic management. By itself it would be 
meaningless. Without it other more basic measures, such 
as taxation, might be less effective in drawing off surplus 
spending power from the market. 


Regulation of Credit Well Accepted 


Public acceptance of consumer credit regulation has 
been in keeping with other evidences of general readiness 
—indeed, eagerness—to submit to restraint and regula- 
tion as a wartime necessity. This is true notwithstand- 
ing the fact that this type of regulation is direct, rather 
than indirect, seemingly an encroachment in a_ field 
hitherto uninvaded by Government regulation. We have 
sought to be perfectly candid about it. We recognize 
it frankly for what it is—a type of regulation and polic- 
ing of business and personal affairs that we Americans 
dislike instinctively and want as little of as possible. Yet 
the public generally appears to have realized the need 
for it as an essential part of the Government's program 
to protect the people from an upward spiral in the cost 
of living. 

We have repeatedly stated that this emergency measure 
was not to be used as an excuse for instituting reforms 
of business practices or eradicating abuses such as may 
exist in the consumer credit field. Our job was to reduce 
spending power by regulating this credit. 

The administration of the Regulation is difficult and 
at times is not a pleasant job. We have tried to ad- 
minister it with as little disturbance and meddling in the 
affairs of those concerned as was possible. We propose 
to continue in that spirit. As I have indicated, Regula- 
tion W is a supplementary, rather than a primary weapon 
of control. Priorities and allocations come ahead of it 
in importance in relation to the durable goods problem. 
Taxation, price fixing, and rationing are still more im- 
portant controls directed toward the restraint of a rise in 
the cost of living. Investment in war bonds should 
contribute more in dollar volume than Regulation W 
to building a backlog of consumer investing power in the 
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post-war world, while acting at the same time as a 
powerful anti-inflationary control. Nevertheless the 
necessity for an all-out effort to achieve stability requires 
restraints on consumer credit at a time like the present 
when national income has already risen to an all-time 
high and is still increasing while the volume of consumer 
goods is steadily declining. Regulation W is no panacea, 
but it can and it has put a damper on credit dollars 
which are just as much a factor in bidding up prices as 
are cash dollars. It is as a restraining influence, not as a 
cure-all, that we have sought to apply and adapt it to 
the changing conditions of a war economy. The Presi- 
dent said in July 1933, “I have no faith in ‘cure-alls’ 
but I believe that we can greatly influence economic 
forces. I have no sympathy with the professional econo- 
mists who insist that things must run their course and 
that human agencies can have no influence on economic 
ills.” 

The need for Regulation W became apparent last 
summer when demand for certain types of consumer 
durable goods began to outrun the supply. These were 
goods, the production of which required substantial 
amounts of materials, skills, and equipment needed for 
the war effort. An increase in the volume of consumer 
credit at such a time would have merely added to the 
increasing superabundance of spending power. ‘This in 
turn would have accelerated the bidding up of prices of 
consumer goods, thus increasing the cost of living. A 
rise in these prices would have been accompanied by an 
increase in all costs of defense and our subsequent war 
effort. 


These considerations resulted in an Executive Order 
signed by the President on August 9 of last year, desig- 
nating the Board of Governors of the Federal Reserve 
System as the agency through which consumer credit was 
to be regulated. As a part of Government, the System 
has primary responsibility for the determination and ad- 
ministration of credit policies. There was an additional 
reason for selecting the Federal Reserve System to reg- 
ulate this type of credit. As constituted, it is headed 
by a Board of Governors resident in Washington, in 
contact with Congress and all the administrative agencies 
of Government. Through the twelve Federal Reserve 
Banks and their twenty-four branches, which constitute 
the System in the field, it has a decentralized organization 
extending throughout the country. Thus national poli- 
cies can be developed at the seat of Government, while 
administration can be effected in the field, in close contact 
with those who are subject to the Regulation. 


System Has Broad Powers 


The System has ‘broad statutory powers to regulate 

alume of bank credit, primarily through influencing 
the volume of member bank reserves. It has authority 
to regulate margin requirements of banks and brokers 
in connection with loans to purchase or carry listed 
securities. In more than a quarter of a century of ex- 
perience and research, the System has gained a wide 
knowledge of credit problems. It was felt that this 
knowledge would prove helpful in aiding the Govern- 


ot 














a Regulation W... 


(Continued) es 








ment in its regulation of credit in a field not heretofore 
regulated. In its studies in the field of credit control 
the Board of Governors had for some time been giving 
specific attention to the effect on the national economy 
of the expansion and contraction of consumer debt. 
Various other groups and individuals had done valuable 
research work for years in this field. 

Immediately following the issuance of the Executive 
Order we had to formulate a Regulation to implement 
it. We wanted to check the studies that had been made 
on this subject against the practical experience of the 
trades that would be involved. For this purpose we had 
conferences in Washington that developed useful in- 
formation in formulating Regulation W. We realized 
that by this method we could inform those extending 
consumer credit as to the national policy back of the 
Regulation. In order to acquaint users of consumer 
credit with the terms of the proposed Regulation, it was 
released in draft form to the press before its effective 
date, August 21, 1941, and its proposals were widely 
publicized. This in turn gave us the benefit of the views 
of many users of this type of credit. In addition, a con- 
sultative committee, consisting of the Secretary of the 
Treasury, the then Federal Loan Administrator (now the 
Secretary of Commerce), and the Administrator of the 
Office of Price Administration, afforded further valuable 
counsel and guidance continuously. We have also had 
the help of officials of the Federal Reserve Banks and are 
constantly advising with the staff of these Banks. 

In discharging its responsibilities, the entire Board 
decides all important questions of policy, but one of the 
members of the Board, and sometimes two members, act 
under the supervision of the Board in the actual current 
administration of Regulation W. In performing this 
task, these members of the Board are assisted by the 
Board’s staff, including in particular the Division of 
Security Loans which is represented here today by the 
Chief of the Division, the Division of Research and 
Statistics, and Counsel’s Office. 


Administration of Regulation W 


In many respects, however, the most important part 
of the day-to-day administration of Regulation W is 
performed, under the supervision of the Board, by the 
twelve Federal Reserve Banks and their twenty-four 
branches. It is with the advice of the Reserve Banks that 
the Board makes its decisions, it is through the Reserve 
Banks that Regulation W and its amendments are dis- 
tributed to the vendors and lenders who are subject to 
it, and it is the Reserve Banks that carry the principal 
load of educating their several communities to the mean- 
ing of the Regulation, conduct registrations, answer all 
sorts of questions, and have immediate charge of enforce- 
ment. Probably all of you have had experience in deal- 
ing with a Federal Reserve Bank or branch with respect 
to Regulation W, and we feel sure that it is to your 
liking as well as to ours that you can take your problems 
to them, rather than to Washington. 

Since the Regulation was promulgated we have had 
innumerable trade conferences. We have tried at all 


times to keep in touch with the problems of those who 
extend and those who use consumer credit. The field of 
coverage of the Regulation is comprehensive, and, as I 
have stated, those subject to it represent both lenders and 
vendors. Within these two groups are trades and in- 
dustries that have little in common, except that they ex- 
tend credit in one form or another. The obligation rests 
on us to try to keep the scales in at least relative balance 
between all of these various groups, as far as possible to 
avoid conferring a competitive advantage on any partic- 
ular group. 

We realized from the beginning that the Regulation 
would have to be amended from time to time, not only 
to correct errors, but to meet changing conditions. 
Regulating a new field of credit is necessarily experi- 
mental. It requires flexibility and a willingness to make 
changes where indicated in the light of experience. 


Major Objective of Regulation W 


The major objective of the Regulation as issued last 
August was the dampening of demand for automobiles, 
washing machines, and other durable goods, the produc- 
tion of which had been or was about to be curtailed in 
order to release materials, labor, and plant capacity re- 
quired to increase production for the war effort. The 
list of consumer goods in the original Regulation reflected 
this first objective of policy. Nevertheless the fact that 
restriction of consumer credit of all kinds during the 
war emergency would assist in checking the rising cost of 
living and the orderly transition from the war to the 
post-war periods was not overlooked. At that time, 
however, it did not seem necessary to apply the Regula- 
tion either to charge accounts or to single payment loans. 
The Board preferred to apply gradually the restraints 
of the Regulation, giving wherever possible sufficient 
time to the trades involved to adjust their normal opera- 
tions to the terms of the Regulation. This policy is 
reflected in the down payments and maturities established 
by the original Regulation. 

The terms of the Executive Order establish a broad 
and comprehensive pattern, which has permitted and 
will continue to permit the Board to administer the 
Regulation in the light of changing economic conditions. 
It has been the consistent policy of the Board to tighten 
the terms and widen the area of coverage .as conditions 
required, but, of course, this is a two-way street; when 
conditions justify, terms can be relaxed as well as 
tightened. 

By the time we had to consider the fourth amendment 
of the Regulation, which became effective on May 6, 
1942, and resulted in a complete revision of the Regula- 
tion, conditions had substantially changed. We had 
passed beyond the defense period and were in the war 
offensively. The durable goods problem was not what it 
had been. Plants manufacturing these goods were con- 
verted or in process of being converted into plants pro- 
ducing war goods. The total of consumer credit had 
already shrunk and was obviously going to decrease 
further as time went on, because of the disappearance 
of automobiles and other durables from civilian markets. 
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In the interim, however, the cost of living was rising. 
As the President has said, no single step is adequate by 
itself to prevent such a rise. A comprehensive program is 
essential. In his message to Congress on April 27, the 
President clearly stated the points which taken together 
he referred to as “our present national economic policy.” 
First on the list is taxation—the most important of all 
the steps that can be taken. Then come price-fixing, 
stabilization of remuneration received by individuals for 
their work, and stabilization of the prices received for 
agricultural production. The purchase of war bonds and 
the rationing of essential commodities come next. Last 
on the list is the caution that we must discourage credit 
and instalment buying, and encourage the paying off of 
debt. The President emphasized that those who pay off 
debt will be grateful that they have done so when this 
war is over. This is a form of insurance against post-war 
depression. A dollar paid in taxes, a dollar invested in 
war bonds, a dollar spent in the payment of personal 
debt is a dollar wisely used at this time. 


The Inflationary Gap 


In May of this year it was apparent that in the year 
1942 after the payment of taxes and the purchase at 
reasonable prices of all the consumer goods available and 
the payment of fixed and maturing personal obligations, 
there would be left in this country an amount of spenda- 
ble dollars hard to calculate with accuracy but apparently 
in excess of ten billion dollars and possibly as high as 
twenty billion dollars. This is the so-called “inflationary 
gap.” This means the amount of spendable income that 
should be absorbed in some way other than in the bidding 
up of prices of consumer goods if the cost of living is to 
be stabilized and is not to reach such high levels as to be 
disruptive of a sound economy and an _ intelligently 
managed war effort. 


Regulation W had to be amended to play its part in 
the President’s seven-point program. It was necessary 
to consider what an amendment could accomplish as 
part of this program. It was apparent that consumer 
debt was declining. The figures generally cited are 
those of the Department of Commerce. The total con- 
sumer debt estimated by the Department as of December 
31, 1941 was $9,550,000,000. As of the last of April 
of this year the total was roughly estimated to be about 
eight billion dollars. The trend was still downward, 
but it was evident that the trend could and should be 
accelerated. Making allowance for what seemed to be 
the probable decline in the total of consumer debt over 
the next twelve months, that is from April 30, 1942, we 
took as an objective the imposition of such restraint as 
would be likely to produce a total decline in this type 
of debt by April 30, 1943, of approximately four billion 
dollars. In other words, we hoped the amendment as 
revised would assure cutting down the total of this debt 
by about one-half by the end of next April. 

To reach this objective it was necessary to consider 
every field of consumer credit as a possible field of reg- 
ulation—lender and vendor alike—and to impose re- 
straints wherever it seemed practicable to do so. Accord- 
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ingly, the Regulation was revised to include restraints on 
charge account credit and single payment loans, both of 
which had been deliberately omitted from the original 
Regulation. It also necessitated listing many additional 
consumer durable and semi-durable goods not previously 
covered and increasing down payments and shortening 
maturities. 

In my opinion, the Regulation as revised in May 
establishes the pattern of the Regulation for the future. 
Further substantial amendments would not seem to be 
indicated, unless there should be a sharp change in the 
economic outlook. 

Just what can the vendor, the lender and the consumer 
do? First of all, everyone should be familiar with and 
should obey the laws and regulations made by Govern- 
ment. If you do not know what these laws and regula- 
tions are, find out; ask the Federal Reserve Bank or 
branch in your city or district. They are glad to answer 
questions. “There are a few general guiding principles 
that, if followed in this difficult period, will largely con- 
tribute to the success of the Government’s program. 

If you are a vendor, hold your inventories to reason- 
able levels; replace only where required to meet the 
necessary buying of your customers. Fair distribution of 
inventories between vendors is essential. Do not stimu- 
late sales that result in credit. Do not offer credit as an 
inducement to the customer to buy or to add to your 
store’s income through carrying charges. Put emphasis 
on cash sales. Beware of add-ons. Collect your re- 
ceivables promptly. Cooperate with Government and 
your customers in getting your customers out of debt 
and keeping them out of debt. See that your receivables 
decline. The post-war world will afford plenty of oppor- 
tunities for the promotional efforts of advertising men, 
salesmen, and credit men. 


Caution Must Be the Watchword 


If you are a lender, dp not urge people to borrow; 
stimulate the repayment of existing personal debt. See 
that your policies do not encourage a shift of consumer 
debt from vendor to lender. Guide your customers’ 
thinking and be sure that an application for credit of a 
nonproductive nature represents a true necessity. There 
will be such cases, because the increasing national income 
is not equitably distributed. There will be borrowers 
who must look to credit to meet those individual and 
family situations that, under existing economic conditions, 
still justify applications for loans. Scrutinize them with 
care, but do not forget that in our economy the legal 
and reputable lender of small amounts has served a useful 
social purpose. Do not encourage add-ons unless they are 
necessary. Watch the total of your receivables. They 
should steadily decline during the emergency. If they 
do not, you are probably not responding to the needs of 
this period. 

If you are a customer, do not buy anything unless you 
need it. Do without if you can. Do not hoard. Do not 
think it smart to “beat” the laws and the regulations. 
Violating the unpopular prohibition laws was an un- 
fortunate training for the period through which we are 
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passing. This is a difficult and serious situation. Govern- 
ment does not want to regulate any further than is 
absolutely necessary. Every time you cut a corner on 
existing laws and regulations directed towards preventing 
chaos and disaster on the economic level of our war effort, 
you invite stricter and broader laws and regulations, more 
difficult to administer and, in many ways, more expensive 
to your Government, which in the end is more expensive 
to you. Pay your taxes. If they can be made stiff enough 
now, we can avoid trouble and have a sounder economy 
in the post-war world. Invest in war bonds to the 
maximum you can. You not only will have the best 
investment in the world, you will not only be contributing 
to your Government’s effort to stabilize the cost of living, 
will not only know that your dollars are going into the 
effort to preserve your country and defeat its enemies, 
but will have a backlog that you will certainly need when 
this war ends. Pay your personal debt. Incur no debt 
that you can avoid. To what extent each individual can 
pay taxes, invest in war bonds and pay up his personal 
indebtedness is an individual problem. It is imperative 
that all should know the need for individual restraint 
and individual cooperation at this time, because the wel- 
fare of each individual is at stake, because all alike are 
involved in this fantastically menacing war. 


Our Affairs Directed by Government 

Vendor, lender, and consumer should all remember 
that this is, thank God, a free country and that your 
Government is but the means through which your affairs 
are directed. I: has an obligation to make sense. If you 
don’t think it is making sense, say so, but say it con- 
structively and specifically. Do not assume that any 
of us in Government think we know all the right answers 
or assume that we do not want the ideas of our fellow 
citizens. Washington today is a busy place. It is not a 
madhouse. There is inevitable confusion when a great, 
peace-loving democracy marshals its vast powers to crush 
those who would enslave all free peoples. Mistakes will 
be made. Decisions will be reversed, but the main ob- 
jective will never change, and it will be reached—not 
too late. 

It will be reached the sooner if Government has the 
cooperation of all of us—if it has clear-eyed criticism, 
directed toward achieving the goal of total victory and 
the maintenance thereafter of a world in which each man 
and every nation will have a fair chance, in which a 
standard of living can be established that will justify 
the term “civilized.”” Our responsibilities in the post- 
war world will be as great as they are in the war period. 
Our energies and our best thought can then be directed 
to constructive instead of destructive action. In the 
process of discharging our responsibilities, we will be 
building in every sense a really great country for our- 
selves, a country in which our every effort will be di- 
rected toward preserving our freedoms, our democratic 
system of government, and a standard of living, the pos- 
sibility for which we are beginning to see as production 
and national income go up, as the war effort really gets 
into its stride. We are learning much in this inspiring 
all-out national effort. Let’s not forget what we have 


learned when we come to the successful end of this 
grim era. 


It will be well at that time to recall the evil con- 
sequences that followed when we walked out on the ob- 
ligations that rested on our country at the end of the 
first World War. Bitter experience has shown us that 
we cannot preserve a healthy economy in our own coun- 
try if the rest of the world is allowed to go to ruin. 
There can be but one safe course to pursue—take nothing 
for granted. That a technique is old does not prove its 
worth—we must not be afraid of the new, because it 
is new, but neither must we accept it merely because it 
is new. The post-war world will demand open minds 
and objective thinking. Willingness to experiment will 
be essential. We will have hard problems to settle. We 
must settle them intelligently in order to preserve the 
freedoms for which we now fight and the democratic sys- 
tems of government; for freedom and democracy are a 
part of the very air we breathe and America’s greatest 
contribution to human welfare. 


Se. «& & Ff <2: & eu 


Questions and Answers 


The Federal Reserve Board has now decentralized 
its administration of Regulation W. Instead of issu- 
ing interpretations as in the past, the Board now 
places on individual Federal Reserve Banks the duty 
of interpreting the regulation for the benefit of Reg- 
istrants in their district. A ruling made by a Federal 
Reserve Bank is binding upon all Registrants in that 
district, even though in some cases a ruling in one 
district may differ from that given in another district. 
However, if the problem is of such widespread in- 
terest that the Board itself decides to issue an official 
interpretation, then such an interpretation is binding 
upon all Federal Reserve Banks and all Registrants. 
Because of the all-inclusive nature of the revised 
regulation, questions in connection with the applica- 
tion of certain provisions of the regulation continue 
to arise. Some of these questions are indicated be- 
low, with answers which, in the absence of official 
rulings from the Board, have been prepared by J. 
Gordon Dakins, N.R.C.A., Educational Director, 
from a study of the Regulation. 


* * * 


1. Question:—Many dealers sell fuel oil and coal on 
budget accounts. The agreement is usually entered into 
during the summer months and payment is spread over 
six months. Is it necessary to restrict such sales to reg- 
ular charge account terms; or, if sold on any other 
credit basis, is it necessary that a one-third down pay- 
ment be obtained and the remainder be payable in twelve 
equal monthly installments? 

Answer :—It is not necessary to restrict such sales to 
charge account terms as applying to listed articles. Fuel 
oil and coal are non-listed articles, and it is only on the 
sale of listed articles that Section 5(a) imposes the maxi- 
mum maturity of the tenth day of the second calendar 
month following the calendar month during which such 
listed article was sold. 
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In addition, non-listed items may be sold on any 
maturity and down payment for an installment sale. It 
should be noted, however, that if non-listed articles are 
sold in a charge account, the charge account will become 
in default by the tenth day of the second calendar month, 
insofar as any credit sale of a listed article is concerned. 
This is true regardless of any arrangements that may 
have been made with respect to the maturity of the sale 
involving a non-listed article. 

2. Question:—A 30-60-90 day account was opened on 
February 11, 1942, for clothing. The March payment 
was made, but the April and May payments are now 
past due. May this account be changed to an install- 
ment account without a further down payment, one-third 
having already been paid? How much additional time 
may ve granted? 

Answer :—Assuming the 30-60-90 day account opened 
on February 11, 1942, represented an installment sale— 
that is to say, one in which two or more payments were 
scheduled -to liquidate the credit—the obligation may be 
revised under Section 12 (f) on the basis of an install- 
ment contract with a maximum maturity of twelve 
months from the date of the original contract (but in 
installments of not less than $5 a month or $1.25 a 
week). No down payment need be made on such con- 
version. 

3. Question:—A 30-60-90 day account was opened on 
May 1, 1942, for a radio. As it was exempt from the 
old Regulation, no down payment was obtained. May 
such a three months plan account be now converted into 
an installment account without a down payment? What 
would be the maturity date of the revised contract? 
Would a Statement of Necessity be required? 

Answer:—This question has been answered in an 
official interpretation of the Board, W-49, modified, of 
course, by Amendments No. 3 and 4. Since on the 
date of sale, May 1, 1942, the installment sale of 
radios was limited to a maximum of fifteen months’ 
maturity, a renewal or revision of the original credit is 
limited to a maximum maturity of fifteen months. But 
since such renewal might involve terms not consistent 
with Section 6 (f) in the first instance, the renewal or 
revision may not be made unless a Statement of Necessity 
is accepted in good faith, as specified in Section 10 (d). 
Accordingly, no down payment would be required; a 
maximum maturity of twelve months from the date of 
the revision would apply, and a Statement of Necessity 
would be required. 

4. Question:—A man is inducted into the armed 
services. He has a $400.00 equity in a $600.00 automobile 
which is being financed by a Credit Union. He is unable 
to keep up the payments on the car and asks the Credit 
Union to relieve him of his liability by disposing of the 
car and sending him his share of the proceeds of the sale. 
In such a case, may the Credit Union sell the car with- 
out a down payment and on any terms, in view of 
Section 10 A? 

Answer :—The answer to this question is “No.” The 
Credit Union has rescinded the sale and repossessed the 
automobile. It has previously been ruled that where a 
dealer repossesses an automobile and returns it to stock, 
he must sell it on terms complying with the Regulation. 
Many cars are repossessed by finance companies and to 
make a different ruling for finance companies would 
create an anomalous competitive situation. There does 
not seem to be any reason for making a distinction be- 
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tween banks and Credit Unions and finance companies. 
However, the soldier might get the Credit Union to lib- 
eralize the terms, in view of his entrance into the armed 
services, and then get someone else to take over the 
contract. If the soldier remained liable and the con- 
tract were not changed, except by the addition of the 
new obligor, it would not be necessary to regard the new 
contract as a new sale requiring a down payment. 

5. Question:—Is it permissible for a seller to make a 
charge sale of a listed article and at the same time retam 
title to the article until paid for in full through the 
use of some lien agreement like a Conditional Sales 
Contract? If this sale is made in good faith and there 
is an absence of any evasive side agreement, may he 
transfer this article to an installment account at the 
customer's request, without a down payment, and still 
retain title to the article until the new contract is paid 
in full? 

Answer:—The answer to this question is “Yes,” in 
both halves of the question, but there must be no evasive 
side agreement to evade the Regulation. In distinguish- 
ing between an installment sale and a charge account 
sale, Regulation W makes no mention of retention of 
title of contract. If a credit is to be repaid in two or 
more scheduled payments, that is an installment con- 
tract as defined by Section 2 (c). If the credit is 
other than an installment credit, it is a charge account 
credit. 

6. Question :—Credit ts extended in connection with a 
contract to repair a fur coat. Would this extension of 
credit require a down payment of one-third and a 
maximum time limit of twelve months? Would the 
repairs to a fur coat be classed as a listed article? 

Answer :—Repair of a fur coat is not a listed article, 
provided that the value of any listed article such as fur 
or yard goods used in the repair is insignificant in com- 
parison with the total cost of the repair. Consequently, 
no down payment is required and there is no limitation 
on maturity. If the value of the listed article is not 
insignificant, then the extension of credit is subject to 
the requirements of the Regulation, with respect to the 
bona fide cash purchase price of the listed articles and the 
labor involved in putting them into the coat. It might 
be noted that a repair, where the value of any material 
used is insignificant in comparison with the total cost of 
the repairs, is considered to be a service and not an 
article, as referred to in the definition of charge sales. 
Consequently, a failure to make payment for such repairs 
within the time specified in the Regulation does not 
cause a charge account to be in default. 

7. Question:—Mr. Harry Smith and his wife, Mary 
Smith, have separate charge accounts with the same store. 
Mrs. Smith’s account is in default. Is she permitted 
to charge on her husband's account which is not in 
default? 

Answer :—The answer is “no.” Section 5 (b) is 
specific on this point in seeing that “when a charge ac- 
count is in default, the Registrant shall not extend credit 
to the obligor for any charge sale or installment sale 
of any listed article until the default has been cured.” 
A husband and wife may not use separate accounts to 
evade the Regulation, as set forth in Section 11 (a). 

8. Question:—A customer places a special order for 
a Chesterfield which will require four months to make. 
Prior to the date of delivery, the customer’s charge ac- 
count goes into default. May the price of the Chester- 
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field be charged to the frozen account at the time the 
completed article is ready for delivery? 

Answer :—When the customer placed an order, there 
was merely an agreement to extend the credit and not an 
actual extension of credit. If the customer’s charge 
account is in default at the time the seller is ready to 
make delivery, the seller would be in violation of the 
Regulation if he actually delivered the article before 
the default was cured. 

9. Question:—A store opens a charge account for a 
contractor who has a sub-contract from the Federal 
Government. If this account is not paid in full by the 
tenth of the second month following the date of the sale, 
would the Regulation apply, and further credit for listed 
articles to the contractor be prohibited? Or would the 
account be exempt under Section 8? 

Answer :—Section 8(f) makes the Regulation inappli- 
cable to credit extended to a dealer, either in the form 
of a charge account or installment sale or a loan, for the 
purchase of an article for resale or installation. In ques- 
tion 9, credit is not extended to the government; it is 
extended to the contractor who is buying the articles for 
resale after processing or assembling. Therefore, Regula- 
tion W does not apply, irrespective of whether his con- 
tract is with the government or not. 

10. Question:—A customer purchases a $39.95 coat 
on the installment plan. Two days later, he returns the 
coat and selects two dresses for the same total or for a 
different amount. Could the down payment on the coat 
contract be applied to the new contract for the dresses? 

Answer :—When the coat is returned, the sale is re- 
scinded and the money which would thereupon be payable 
to the custome: may be used instead as the down pay- 
ment on other articles. There is nothing in the Regula- 
tion that prevents bona fide rescission of a sale. How- 
ever, a rescission which is made sometime after the sale 
is open to the suspicion that it is merely a trade-in. 

The principle involved here has been discussed in Reg- 
ulation W101 issued by the Board. As discussed in this 
ruling, an installment sale may be rescinded at any time 
if the seller refunds all amounts received and the pur- 
chaser returns the article. On the other hand, if the 
article is returned several days or months later, the pre- 
sumption would be that a trade-in would be involved. 
In the case of clothing, the question of trade-ins could 
scarcely be involved, except perhaps in the case of fur 
coats or other durable and valuable articles. 

11. Question:—A store sells a $200.00 Chesterfield 
suite on the installment plan to a customer who lives in a 
different state. The customer wishes the suite to be 
delivered to his home address and requests that the de- 
livery charges, amounting to $20.00, be included in the 
contract. What down payment must the seller obtain? 

Answer :—The required down payment would be one- 
third of $220.00 or $73.33. Section 2(j) of the Regula- 
tion defines the cash price as “the bona fide cash purchase 
price of an article, including the bona fide cash purchase 
price of any accessories, any bona fide delivery, installa- 
tion and service charges (other than interest, finance or 
insurance charges), and any applicable sales taxes.” In 
accordance with this definition of “cash price,” therefore, 
the $20.00 delivery charges must be included in the 
total price on which to calculate the required down pay- 
ment. 

12. Question:—Is it prohibited to sell a listed article 
to a customer whose water, gas or electric service account 
is in default? 





Answer :—Sales of water, gas, and electricity, where 
the amount of the sale is measured by meters, are sales of 
unlisted articles, and the sale is deemed to be made on 
the day that the meter is read. If a customer’s bill for 
gas, water or electricity is in default, the Registrant is pro- 
hibited from selling listed articles (e.g., an electric stove) 
to the same customer either on a charge or installment 
basis. However, he may still continue to sell unlisted 
articles, like gas, water and electricity, even when the 
charge account is in default. 

13. Question:—A charge account amounting to $150.00 
is in default on July 11, 1942. For the next five months, 
the customer does not use his account but makes payments 
on the account. He has reduced his account to $40.00 
by December 20, 1942 and at that time asks the merchant 
to reinstate his account so that he may be able to charge 
his Christmas purchases. He is willing to sign an agree- 
ment to pay the old account at the rate of $10.00 per 
month. Will the default be cured if that agreement is 
entered into at this late date? 

Answer :—The answer to this question is “Yes.” The 
effect of a default in a charge account is that the mer- 
chant may not extend further credit to the debtor for 
the purchase of listed articles. The debtor may permit 
his account to remain in default as long as he wishes, so 
far as the Regulation is concerned. At any time during 
the period of default, however, he may exercise one of 
the methods of curing default, as set out in Section 5(d). 

14. Question:—Schoolteachers do not receive any 
salary during the summer vacation months. Would a 
teacher's charge account for July purchases be in default 
if unpaid on September 10, even though she will not 
receive her salary until September 30? 

Answer :—This is a question that has frequently been 
asked. Section 9 of the Regulation provides for several 
adjustments, but there is nothing in this section which 
would permit a teacher to extend the default date beyond 
that specified in Section 5(c). As far as the default date 
is concerned, a teacher is in no more favorable position 
than any other customer, and her account for July pur- 
chases, if unpaid on September 10, will then be in de- 
fault. A schoolteacher, however, has the privilege as 
stipulated in Section 9(a) of omitting installment pay- 
ments over any period or periods totaling not more than 
four months. Therefore, if the teacher converts her 
defaulted charge account into an installment account, 
her charge account is cured of its default, and she may 
omit payments over any period or periods up to four 
months. Thus on a six-month conversion agreement, 
she may omit the first four monthly payments and pay the 
balance in the last two installments. 

An interesting point comes up here. If a teacher's 
charge account is in default on July 10 and it is cured by 
a conversion agreement, she would then be able to charge 
further purchases of listed articles on either a charge 
account or installment basis, but if the merchant knows 
that she will not be able to pay until October | (the day 
on which her next pay check is received), then under Sec- 
tion 5(a) he will not be permitted to sell her listed 
articles on a charge account until August. This is be- 
cause Section 5(a) provides that “no listed article shall be 
sold in a charge account with an agreement that payment 
therefore may be deferred beyond the 10th day of the 
second month following the calendar month during which 
such article was sold.” 
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At the New Orleans 
Conference it was Unanimously 


ebolved... 
~ 


] THANKS TO YOUNKER BROS. 
WHEREAS, Mr. Henry Frankel, President, and 


Miss Emily M. Hunter, Secretary-Treasurer of Younker 
Brothers, Des Moines, Iowa, have at all times displayed 
great generosity in granting our esteemed President, 
David D. Bolen, the necessary leave of absence in order 
to perform his duties as President of this Association ; and 

WHEREAS, without this generosity, much of the 
splendid work performed by President Bolen during the 
past year could not have been accomplished ; 

NOW, THEREFORE, BE IT RESOLVED, that 
this Association is deeply grateful to Younker Brothers 
and its management, and that a copy of this resolution 
be forwarded to them. 


2. REGULATION W 


WHEREAS, Amendment No. 4 to Regulation W, 
effective May 6, 1942, was issued by the Board of Gov- 
ernors of the Federal Reserve System to implement Presi- 
dent Roosevelt’s seven-point program against inflation; 
and 

WHEREAS, this Amendment stimulates the prompt 
payment of accounts and the rapid liquidation of out- 
standing obligations; and 

WHEREAS, close adherence to the provisions of the 
regulation by credit granters generally will improve the 
liquidity of the accounts receivable of the nation; 

NOW, THEREFORE, BE IT RESOLVED, that 
this Association, in Convention assembled, pledge its sup- 
port to, and complete cooperation with, the Federal Re- 
serve Board in its administration of the regulation. 


3 HON. RONALD RANSOM 


WHEREAS, the credit granters of the nation have 
been placed under the obligation of complying fully with 
Regulation W and its four amendments; and 

WHEREAS, the delegates to the 30th Annual Con- 
vention of the National Retail Credit Association have 
been given a clearer insight into, and understanding of, 
the requirements of the regulation as a result of the 
explanations and interpretations so ably provided by the 
Honorable Ronald Ransom, Vice-Chairman, Board of 
Governors of the Federal Reserve System, and members 
of his staff; 

NOW, THEREFORE, BE IT RESOLVED, that 
the members of the National Retail Credit Association, 
in Convention assembled, gratefully acknowledge the out- 
standing contribution of Mr. Ransom and his assistants 
in providing an enlightening explanation of the regula- 
tion; and 
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Our Pledge 


WHEREAS, the United States of America is 
now at war with the Axis powers in defense of 
the principles of democracy, liberty and justice, 
which were given to us by our forefathers to 
guard as a sacred trust: and 


WHEREAS, upon the successful prosecution 
of this war depends not only our right to con- 
tinue to enjoy the American way of life, but also 
the right of all peace-loving peoples to live in 
freedom from oppression; and 


WHEREAS, to help our fighting forces secure 
the final victory, every loyal citizen must do his 
part by complying fully with all measures pro- 
mulgated by our Government and its constituted 
agencies as being necessary for victory; 


NOW, THEREFORE, BE IT RESOLVED, 
by the members of the National Retail Credit 
Association, in Convention assembled, at New 
Orleans, Louisiana, this 18th day of June, 1942, 
that this Association pledge its unreserved and 
unqualified allegiance to, and support of, our be- 
loved country, our Government, our Flag, and 
to the sacred principles for which it stands; and 


BE IT FURTHER RESOLVED, that a 
copy of this resolution be sent to the President 
of the United States, the Vice-President of the 
United States, and to the Speaker of the House 
of Representatives of the United States. 


BE IT FURTHER RESOLVED, that a copy of this 
resolution and a letter of thanks be sent to the Board of 
Governors of the Federal Reserve System for their splen- 
did cooperation. D 


4. FEDERAL RESERVE BOARD 


WHEREAS, it has at times been necessary to obtain 
assistance in interpreting certain provisions of Regula- 
tion W in order that full compliance with the regulation 
may be assured; and 

WHEREAS, the members and staff of the Federal 
Reserve Board at Washington, D. C., and the officers 
and staff of the Federal Reserve Bank of St. Louis, Mis- 
souri, have ever been ready and willing to provide of- 
ficial rulings in such cases; 

NOW, THEREFORE, BE IT RESOLVED, that 
the members of the National Retail Credit Association, 
in Convention assembled, gratefully acknowledge the 
unfailing courtesy and assistance extended by the mem- 
bers and staff of the Federal Reserve Board at Washing- 
ton, the officers and staff of the Federal Reserve Bank of 
St. Louis and the officers and staff of the Federal Re- 
serve Banks throughout the country, and express sincere 
thanks for their valuable advice and guidance. 











5 HOUSE RESOLUTION 7213 
WHEREAS, on June 9, 1942, the Honorable Estes 


Kefauver, a member of Congress from the State of Ten- 
nessee, introduced H.R. 7213, a bill to permit the gar- 
nishment of the salaries of Federal employees in those 
states which permit the garnishment of the salaries of 
their own state, city or county employees; and 

WHEREAS, this Association sponsored a garnishment 
bill in the Seventieth Congress and in successive conven- 
tion resolutions has repeatedly urged a bill of this nature 
as part of our economic system; and 

WHEREAS, in the campaign to initiate this legisla- 
tion the Association has had the active support of Mr. 
James Moore, President of the Chattanooga Retail Mer- 
chants Association, the Retail Credit Men’s Association 
of the State of Tennessee, the Chattanooga Petroleum 
Dealers Association, and of merchants and retail credit 
managers generally throughout Tennessee; 

NOW, THEREFORE, BE IT RESOLVED, that 
this Association endorse the principles embodied in H.R. 
7213 and urge the members of this Association and other 
business organizations to give this measure their strongest 
possible support and that the thanks of this Association 
be and they are hereby extended to Representative 
Kefauver, to the businessmen mentioned of Chattanooga 
and of the State of Tennessee, and to all other officers 
and members of our Association who have participated in 
the effort to have this legislation introduced in Congress. 


6 CONSUMER CREDIT CONTROL 
WHEREAS, the Federal Reserve Board, as a part 


of the national emergency, has adopted and is adminis- 
tering Consumer Credit Control Regulation; and 

WHEREAS, the operation of Regulation W and its 
amendments may develop the need for perpetuation in 
permanent form of some features of the Consumer Credit 
Control program ; 

NOW, THEREFORE, BE IT RESOLVED, that 
the Legislative Committee of the National Retail Credit 
Association be directed to keep in close touch with the 
administration and operation of Regulation W and 
amendments and such other amendments as may here- 
after be adopted by the Federal Reserve Board for the 
purpose of recommending to the Association after the war 
that whatever may be wise in the matter consumer credit 
control may be retained as a part of our permanent 
economic structure through appropriate legislation or 
administrative procedure. 


7 McLAUGHLIN BILL 


WHEREAS, successive conventions of this Associa- 
tion have endorsed legislation in Congress having for their 
object the placing of referees in bankruptcy upon a sal- 
ary basis and reducing the filing fees under Chapter 13; 
and 

WHEREAS, the McLaughlin bill, H.R. 4394, hav- 
ing these objectives in view, was introduced more than a 
year ago, and has been the subject of extensive hearings 


by the Judiciary Committee of the House of Representa- 
tives but has not been favorably reported; and 

WHEREAS, it appears that the failure to report this 
bill is said to be due in large part to that provision in the 
bill providing pensions for referees in bankruptcy ; 

NOW, THEREFORE, BE IT RESOLVED, that 
this Convention request the Judiciary Committee of the 
House of Representatives, in order to prevent further 
delay in a measure so much needed by the United States, 
to amend the McLaughlin bill by dropping from it the 
provision relating to pensions for referees and then re- 
port the measure promptly to the House of Representa- 
tives for action by that body; and 

BE IT FURTHER RESOLVED, that the Legis- 
lative Committee of the National Retail Credit Associa- 
tion be directed to use its best efforts to speed the passage 
of this legislation and to cooperate with other organiza- 
tions who may give their support to the McLaughlin bill 
in the light of this resolution. 


& CHAPTER 13 


WHEREAS, the National Retail Credit Association 
at its Convention at San Antonio in 1940 directed its 
Legislative Committee to consider proposing to Congress 
an amendment to Chapter 13 giving discretion to the 
courts to refuse adjudication in bankruptcy in individual 
voluntary cases where the debtor has sufficient from his 
wages and salaries over and above his living expenses to 
pay something on his debts through the medium of Chap- 
ter 13; and 

WHEREAS, an amendment of this nature is funda- 
mentally sound in that where credit is extended to the 
consumer upon the basis of his wages or salaries, he 
should be required to pay something on his debts under 
such circumstances ; 

BUT WHEREAS, this Convention recognizes that 
the enactment of an amendment of this nature may re- 
sult in strong opposition ; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association Legislation Com- 
mittee be directed to place such an amendment before 
other business organizations with supporting data and 
endeavor to secure their cooperation in an effort to in- 
corporate such a provision in the National Bankruptcy 


Act. 


Q) FLOW OF COMMERCE 


WHEREAS, there is increasing evidence that passage 
of laws by state legislature, restrictive of Commerce be- 
tween the several states is having harmful effects both 
to the states involved and to the nation as a whole; 

NOW, THEREFORE, BE IT RESOLVED, that 
this convention places itself on record not only against 
the passage of further measures of this description but 
also as favoring revision or repeal of existing legislation 
wherever it may constitute a barrier to the free flow of 
commerce between the several states; and 

BE IT FURTHER RESOLVED, that the National 
Retail Credit Association pledges its assistance in any 
campaign or program having this objective in view. 
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has just sent me what he considers to be twelve 
very important points for better letters. He 
headed these points with the caption, “Resolved—To 
Write Better Letters.” As I think his ideas are ex- 
cellent, and as he has given me permission to publish 
these points, I am delighted to submit them as follows: 


A ENTERPRISING YOUNG EXECUTIVE 


1. Outline the material to be covered. 
2. Plan your letter from the reader’s viewpoint. 
3. Open with a smile . 
Deductive (Big idea in the opening) method to 
say “Yes.” 
Inductive (leading in) method to say “No.” 
Use short, clear, forceful sentences. 


we 


Use short paragraphs—6 to 8 lines. 

6. Be concise. 

7. Use words that smile—glad, happy, etc. 

8. Avoid trite expressions. 

9. Avoid words you would not use in normal conversa- 
tion. 

10. Remember that ‘a soft answer turneth away wrath.” 

11. Make your closing an ACTION invitation. 

12. Make every letter sell! 





This Month’s Illustrations » > 


Illustration No. 1 comes from Hudson’s Bay Com- 
pany. Canada has been ahead of the United States in 
the wartime procession of events. It is said that if we 
will look at what happened there as regards government 
regulations and wartime measures about six months ago, 
we will have an idea of what to expect in our own war- 
time program. That is why this letter is so interesting. 
It is sent out immediately after an account that was in 
“default” has been cured. I have heard of the splendid 
work that this Organization has been doing in the way 
of letter writing and credit. It is a privilege to quote 
their letter and to comment on its fine qualities. The 
opening is friendly, right to the point. The next para- 
graph is crystal clear, very important under the circum- 
stances. The final paragraph is an invitation both 
cordially and pleasingly worded. 

Illustration No. 2, from Harry Kaufman, Inc., Wash- 
ington, D. C., shows an interesting use of a cartoon. 
The word “Why” with the cartoon under it is mimeo- 
graphed in black. The letter is processed in blue. The 
letterhead is printed in black. ‘The three vertical lines 
in the left-hand margin are mimeographed in black. 

An inactive account letter is never an easy one to write. 
It needs to be cheerful and yet show concern because of 
the customer’s’ absence. Notice the splendid opening of 
this letter, the tone of approval in the second paragraph, 
and the cordial invitation in the closing. Don’t you like 
the complimentary close, “Cordially yours”? Many 
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people are just a little tired of the complimentary closings 
“Yours truly,” “Very truly yours,” and “Yours very 
truly.” The closings “Cordially yours” and “Sincerely 
yours” offer pleasing variations. 

As I write this article, I have before me a letter from 
a vice-president which closes “Gratefully yours.” This 
executive has asked for some counsel on a letter that he 
had enclosed and the little touch of courtesy definitely 
adds to his splendid letter. 

Illustration No. 3 takes us all the way across the 
country to Los Angeles, to Bullock’s. I have long ad- 
mired the splendid credit activities in this store of quality. 
This letter illustrates an interestingly new approach. It 
tunes in with current conditions, it reassures the customer 
in the second paragraph, which is a form of approval, 
and it closes with a request for payment. ‘That is an 
action impelling structural arrangement. The letter is 
well worded and pleasingly arranged in every way. 

Illustration No. 4 is from Ovington’s, New York 
City. The printed notice is on very excellent correspond- 
ence card stock. It is printed most attractively so that 
it looks almost like engraving. Notice the pleasing word- 
ing of the opening! In these busy times there is a distinct 
virtue in having a notice of this kind on a card, brief 
and to the point. As short as the message is, and as 
courteous, it also includes a statement of the terms. 


Illustration No. 5 is another card notice which uses 
a drawing. Drawings definitely have a place, but of 
course should be used with care. In this case the idea 
has been handled most expertly. New England, they say, 
is a conservative place. In my experience I have found 
that the New Englanders are extremely eager for new 
ideas, willing to use anything that is friendly, dignified, 
and up-to-the-minute. Here is another indication. The 
wording of this card notice is as pleasing as the setup. 

Illustration No. 6 is an attractive sticker, printed on 
colorful blue paper stock. It is clear and distinctive. 
Notice its reference to the new credit regulation. It is 
designed for use with overdue accounts, commencing 
July 1. Its definite tone will impel customers to pay by 
the 10th, for it is short, snappy, and specific. Here is a 
notice which cannot be overlooked after it is affixed to 
the statement. The cost is extremely low, $2 a thou- 
sand, and any quantity can be ordered from the National 
Retail Credit Association. 

Illustration No. 7 is another New Regulation W 
Sticker of the N.R.C.A. designed for use on statements 
of better pay customers temporarily in arrears. It is 
carefully worded to secure payment of the entire account, 
and not merely the amount in default. It complies with 
government requirements. This will collect the money 
and keep your accounts active. Only $2 a thousand. 
All reports indicate that stickers are extremely effective. 
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RETAIL STORE 
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Mr. L. R. Good 
1605 January Street 
Winnipeg, Canada 


Dear Mr. Good: 


Thank you for the payment of § 4.50 credited 
to your Charge Account on May 2, 1942. 


This brings payment within the regulations of the 
Wartime Prices and Trade Board, and we are pleased to in- 
form you that your account is open for immediate use. 


Relieving that your Charge Account has added to 
your convenience in shopping at this Store, we anticipate 
with pleasure the privilege of continuing to serve you in 
this way. 

Yours faithfully, 


For the HUDSON'S BAY COMPANY, 


Qt dt Maerarl 


For Credit Manager. 





® BULLOCK'’S 


LOS ANGELES 


March 9, 1942 


Mr. T. M. Credit 
908 Wells Avenue 
Los Angeles, California 


Dear Mr. Credit: 


The year 1942 will require of 
Consumer and Industry alike many and 
varied sacrifices in the support of our 
National Defense Program, primary among 
which will be the demand upon the cash 
resources of individuals and businesses. 


Bullock’s will continue its 
Credit facilities as usual, realizing 
as it does so, that its customers will 
be benefited through arranging their 
financial affairs in such a manner as to 
enable them to meet their obligations 
currently. 


Today you will find it easier 
to pay your account, shown below, than 
to delay until greater demands are made 
upon your income. 

Please, therefore, cooperate 
with us now by sending your check to 
bring your account to date, or let us 


hear from you, making definite arrange- 
ments for settlement. 


Very truly yours, 
Bullock's 
QE. Karen 


Credit Bureau 





DAVID wise 
toe Pres. and Treasmrer 


HARRY KAUFMAN, Inc. 


1916-1928 SEVENTH STREET. Nw. 
WASHINGTON, D. Cc. 


April 10, 1942 


Dear Friend: 


There is a great deal of friendship end senti- 
ment in business --- and we consider our cus- 
tomers our friends. During the last few months 
we have missed you --- naturally that interests 
Us, SO We ask you as we would a friend --- WHY? 
Why haven't you been in to visit us? Your ac- 


You were always @ regular customer and a loyal 
friend and we feel that we can again serve you 
well. Visit our store now while our stocks are 
St peak --- see our new modern redecorated de- 
partments --- and confirm that you stand well 
in our opinion. 


It was « pleasure to serve you before --- it 
will be a pleasure to serve you again. 


Cordially yours, 


* Inc. 





Gilbert Striner, 
Credit Manager. 








I 


OVINGTON'S @) 
CORDIALLY INFORMS YOU THAT 
AN ACCOUNT IS NOW OPEN 


AND READY FOR YOUR USE 
. 


T ISA PRIVILEGE TO HAVE YOU AS ONE OF OUR CHARGE 
CUSTOMERS AND WE HOPE THAT YOUR EARLY EX- 


PERIENCES HERE WILL BE ALL THAT YOU COULD WISH 
FOR, AS WE WANT OUR NEW FRIENDS TO BECOME OUR 
OLD FRIENDS. OUR BILLS ARE RENDERED MONTHLY AND 
PAYABLE MONTHLY . 


THIS ACCOUNT CAN BE USED AT ALL OVINGTON STORES. 


New Yorn. N.Y. Mian: Beacn. Fis 
Macroua. Mass. Sournamprton. L. | 


a4 pe 


We sincerely regret that because of the overdue condition of your ac- 
count, we find it necessary to temporarily suspend your charge-eccount 
privileges. We wish to promptly remove this barrier, and would like 
you to assist by making payment of $10.50 overdue. 

Thank you. 


THE PEERLESS CO 
Pawtucket, R. I. 


?. S. — & PAYMENT HAS ALREADY 
SEEN MADE, PLEASE DISREGARD 


Avoid Default 


The convenience of your charge 
account is available to you as 
long as it is paid promptly 

But. Government Regulations 
will not permit the charging 
of listed merchandise if an ac- 
count is in defanlt 

Avoid any possibility of defanlt 
by paying this statement on or 
before the tenth of the month. 
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“Your recent publication Regulation W and Interpretations 
Simplified has been very helpful to us. It was written in a 
manner which made the full meaning of the regulation easily 
and clearly understood. We are hoping that you will publish 
a new guide with the revisions of May 6, 1942 and if you do 
we wish to order four copies. The National Retail Credit As- 
sociation has always been quick to respond when assistance to 
the retail credit granters is required so we are sure you will 
see the need for this new publication.”—E. G. Nordstrom, 
Credit Manager, Petersen-Harned-Von Maur, Davenport, Iowa. 

a 
“The CREDIT WORLD is taking its place in the 
field of good looking business periodicals. You and 
your staff are to be complimented for the fine job 
you are doing. The contents is especially worth 
while.”"—F. W. Walter, Manager, Credit Sales De- 
partment, The Bailey Co., Cleveland, Ohio. 
* * * 

“It so happened that the June Creprr Wortp reached my 
desk about an hour prior to a membership meeting and with all 
of the questions and answers concerning Regulation W, the 
Soldiers’ and Sailors’ Civil Relief Act, etc., I took my copy to 
the meeting and made several references to it while speaking 
on the new credit regulations. I told our members that we 
should make a concerted effort to have each retailer become a 
member of the National, because it is, in my opinion, the most 
important National Association to which any credit granter can 
belong under present and future conditions.’—C. E. Moorman, 
Manager, Retail Credit Men’s Association, Jacksonville, Fla. 

& *£ @ 


“We recently held the first board meeting of our 
newly organized Retail Credit Association and are 
off to a good start. Everyone is enthusiastic and we 
believe this is going to be a very live Association. 
At our next meeting we will urge all members to 
join the N. R. C. A.”—R. A. Moffitt, Manager, The 
Credit Exchange, Inc., Springfield, Mo. 

* * * 

“It may be of interest to you to know that at our regular 
monthly meeting of credit men, 31 of us spent more than two 
hours in a study of the article ‘Government Credit Control— 
Canada’s Experience,’ by J. Gordon Dakins, which appeared in 
the March Crepir Worip. Every credit granter present ex- 
pressed himself as being greatly benefited by this discussion 
and it was decided that the Program Committee would each 
month select an article from The Crepir Wortp for discussion.” 
—Henry Block, Secretary, Galveston Merchants Association, 
Galveston, Texas. 

* ow 

“Check is enclosed for six copies of ‘The Layman’s 
Handbook of Regulation W.’ Thank you for the 
mighty fine cooperation, valuable information, and 
assistance your Association has furnished retailers 
regarding the consumer credit regulations.”—R. L. 
DeGon, Secretary, Waterloo Retail Merchants As- 
sociation, Waterloo, Iowa. 

- * 

“I wish to apply for membership in your Association for our 
four stores and enclose check for one year’s membership and 
subscription to The Crepir Wor.p for each. We received some 
valuable information on the new credit regulations which a 
friend in Denver, Colorado, had taken from The Crepir WorLp 
and this is what prompted our applying for membership.”’—I. 
N. McClanahan, President and General Manager, McClana- 
han’s, Salt Lake City, Utah. 

* * 

“I enjoyed the New Orleans convention very much. 
All details were carried out with precision and the 
speakers most impressive and informative. Everyone 
left better informed on important subjects.”—Walter 
Rosenbaum, Secretary-Manager, The Credit Bureau, 
Pittsburgh, Pa. 
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Morris 6. Riley Joins Air Corps 


Morris Glenn Riley, for the past twenty-two years, 
Secretary-Treasurer of the Retail Credit Association of 
Kansas City, has been awarded a commission as Captain 
in the Army Air Corps. He was instructed to proceed to 
Randolph Field, San Antonio, 
Texas, on May 30, and is now 
on duty at Brooks Field, San 
Antonio. 

During the last War, Cap- 
tain Riley served as a private 
in the Army, working up to 
the rank of First Lieutenant, 
and was an aviator in France. 
Afterward, he entered the em- 
ploy of the Merchants Asso- 
ciation Credit Bureau in Kan- 
sas City and served in an executive capacity since that 
time. He never missed an opportunity to be of service to 
his local and National Associations. He was Chairman 
of the Finance Committee of the N. R. C. A., during 
1932-34, and served as Vice Chairman of the Service 
Department Committee during that same term. He has 
been a Director of the Associated Credit Bureaus of 
America and during the past year served as Chairman of 
the Finance Committee. 

In a letter addressed to L. S$. Crowder, General Man- 
ager-Treasurer of the National Association, he said: 





“T greatly appreciate your letter of June 12th and you 
can take it from me that one of my greatest regrets has 
been my inability to meet with my friends and to be forced 
to miss what would have been my 23rd consecutive conven- 
tion. 

“My pride at being able to be of direct service to my 
country is only exceeded by the way I feel. I am taking 
off excess weight and getting myself in good physical shape. 
It will be nice to receive The Crepir Wor Lp regularly 
and my address now is Brooks Field. 

“T trust you will have another good year ahead in the 
N. R. C. A. and I am proud that my dear friend H. J. 
Burris is now your President. I had counted on being on 
hand when Jeff was installed but my orders changed all 
that.” 

We salute you, Captain Riley, for your decision to 
serve your country again in its effort not only to make the 
world safe for democracy but to make it a world in which 
everyone will find peace and happiness. More power to 
you! On behalf of the National Office and your many 
friends, we wish you Godspeed, good health and good 
luck. “Keep ’em flying, Captain!” 





Help Wanted 


CrepitT MaAnacer: A retail organization on the Pa- 
cific Coast is seeking a manager for its Credit and Col- 
lection Department. Replies must give salary require- 
ment, and complete details of education, experience, per- 
sonal history, draft status, etc. Address Box 72, Crepit 
Wor _p. 























NATIONAL APPROVED 
Charge Account 
CONVERSION AGREEMENT 








A NEW FORM OFFERED CREDIT GRANTERS 


is collected or not... whether a carrying charge 
to enable them to comply fully with Regulation is added or not... whether the charge account 
W. Meets all requirements of Section 5 (d) of the 
regulation. 


is reinstated or not. 
For use when converting charge accounts to an 
instalment basis... both before and after de- 


A simple, easily understood form—yet, com- 
fault...and with or without a Statement of 


plete, easy to fill in and the right size (4’’ x 6’’) 


for filing. Blocked in pads of 100 for convenience 
Necessity. Of value whether a down payment in making copies. 


Prices: 





i $1.25 for 500 


at my indebtednes = 








s 0 sa 
ich 1 agree peewee 
t th ccount whic yo pga a 

hereby reaues instalment 4 tr, and t date in ---~ y] 00 1000 
te converte stn a signing of this — ae onths from agen day of $ * or 
ee ~“ . within -----""~ h, to be paid on the ----~ 

TT ge eee 4 eacn, 

: charge ee a een 
carrying eckly LC) instalments ee pee ‘ 
regular monthly a) - with eee a= imme diatel e 
week DO commencing , 





y becom rate 
unpaid shall charge interest at - . 
at you may M4 and that this agree 


eee Blocked in 


ee re Pads of 100 







are in arrears; 


nt i 





0 
me 


NATIONAL RETAIL CREDIT ASSOCIATION 
SHELL BUILDING ST. LOUIS, MO. 


NATIONAL RETAIL CREDIT ASSOCIATION 
218 Shell Building, St. Louis, Mo. 


Clip and Mail 
this 
Coupon Now! 


Please send me 


copies of CONVERSION AGREEMENT 
FORM. Check attached 


_ Send Statement 


Name 


Address— 





L-—- — —-— —-—————-——1 








| 
| 
} 
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The Effects of Credit Control in Canada 








“It is my studied opinion that charge account control, if 
properly devised and administered, can be the greatest boon 
to everyone concerned with retail credit since the inception 
of charge accounts as an accepted form of doing retail 


°° 


business... 








GF. A. Matatall* 


T THE FIFTH DISTRICT Conference in Febru- 
A ary, I felt somewhat like the only one of a group 
of swimmers who had taken the plunge while the rest 
of them stood on the dock inquiring if the water was 
cold and not being too reassured when told that it was 
not too bad. Everyone I met there seemed to be living 
in dread anticipation of charge account control and to 
say that most of them were deeply perturbed at the pros- 
pect would be putting it mildly. On top of that they 
did not seem to want to believe that the effect on their 
businesses would not be catastrophic when it did come. 
Since then charge account control has become a reality 
with you and down here I’m just one of the swimmers 
who has been in the water a little longer than the others 
who are now remarking that the water isn’t quite so 
cold as they thought it would be after all. As you have 
found out, it is very much like everything else—not 
nearly so bad in realization as in the imaginings preced- 
ing the fact itself. 

It is true that we in Canada have had a much longer 
experience with the new conditions occasioned by the un- 
precedented step which has been taken in controlling 
charge accounts, and, for that reason, your officers ap- 
parently felt that you would be interested in hearing our 
reactions and opinions, after having lived under the law 
for some eight months. In expressing these opinions and 
recounting the personal experiences which I must in order 
to tell this story, I want to speak to you not as a credit 
bureau manager, but as a retailer in which field I have 
had some twelve years’ experience. 

In case any of you are still perturbed about what the 
future of charge accounts may be in your store, I will 
commence by venturing a prophecy. Here it is: “It is 
my studied opinion that charge account control, if prop- 
erly devised and properly administered, can be the great- 
est boon to everyone concerned with retail credit since 
the inception of charge accounts as an accepted form of 
doing retail business, and six months from now, most of 
you would be very loath indeed to return to the old con- 
ditions of a few short weeks ago, even if the opportunity 
did present itself.” 

*Secretary-Manager, The Ottawa Credit Exchange, Ottawa, 
Canada. An address given at the 30th Annual Conference and 
Credit Sales Forum, New Orleans, La., June 18, 1942. 
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You will notice that I have laid particular stress on 
the words “properly devised and properly administered.” 
This was done purposely. As you know, Canada’s law 
has been in effect for some months and, although im- 
perfectly devised and practically unadministered, it never- 
theless seems to merit the approval of nearly all the bona 
fide retail stores. Should it meet the two requirements 
I have mentioned, it is safe to say that retailers would 
not only approve but would be highly enthusiastic about 
it. While freely admitting that under the unusual con- 
ditions existing today legislators are faced with the neces- 
sity of experimenting with untried theories, for some in- 
explicable reason, when devising new legislation they 
seem to feel called upon, not only to cloak the real mean- 
ing of these laws in language entirely unintelligible to 
the layman, but also, instead of first discussing the prob- 
lems involved with the persons most likely to have first- 
hand and valuable information thereabouts, seem to pre- 
fer to be guided instead by impractical theorists and 
incorporate their untried ideas in these new laws to the 
bedevilment of that class of persons which is to be most 
affected and governed thereby. 

Why this should be I do not pretend to know. Usu- 
ally the practical man with the knowledge is too self- 
effacing to force his opinions on anyone and even if given 
the opportunity, sometimes lacks the facility of expres- 
sion and the ability convincingly and efficiently to pre- 
sent his argument. In our case, while instalment control 
was discussed briefly with some of us, we had no knowl- 
edge whatever of the projected charge account control 
until it had become law. To those in business its short- 
comings and imperfections were immediately apparent and 
although it has been patched up several times since, it 
still seems to many of us to lack some of the provisions 
which would have appeared of prime importance to any 
business man who might have had a hand in its drafting. 

Although most of you are probably familiar with our 
Act, which closely approximates your own, I propose, 
nevertheless, to outline it briefly with the thought and 
hope in mind that your Organization may be instru- 
mental yet in guiding your authorities in the matter of 
administration. I will, therefore, emphasize the weak 
points and make some suggestions for avoiding the same 
difficulties here which we have experienced. I hope that 
these suggestions will be found to contain some merit. 











As you will have noticed by now, the Act implement- 
ing this law outlines certain specific controls and infers 
many others, some of which have since been clarified by 
official interpretations but many of which have not. Our 
Order became effective on October 14, 1941, and, as 
yours does, covers a certain specified list of goods and 
services. What we are all still wondering is why the 
goods and services which were not included were 
omitted. I understand that under your Act a down 
payment on a conversion is not necessary and that only 
six months’ time is permitted to liquidate a converted 
account except 12 months’ time may be granted in con- 
nection with a statement of necessity where on ours, we 
are supposed to secure a one-third down payment (which 
is not always possible) and twelve months’ time may be 
given on the conversion. Our Act requires a minimum of 
three-fourths of one per cent and firms which before 
charged more, may, under certain conditions, continue 
to do so. The original Act contained no specific carry- 
ing charge provision but this was added, as an after- 
thought, late in December. 


Credit as a Commodity 
Is Being Rationed 

It has been said many times that credit is a commodity 
and as a commodity it is being rationed. If this is so, it 
is dificult to understand why the rationing plan should 
be so vastly different from that used to ration any other 
commodity. Sugar is rationed in your country. The 
user, the consumer, is rationed. ‘There is no attempt to 
force the man who sells the sugar to do the rationing 
because obviously that would be impossible. We tried 
that in our country. Everyone was on his honor to buy 
only one-half pound of sugar per person per week and I 
suppose the grocers did their best to see that each family 
did not buy too much more than they were supposed to, 
but nothing prevented that family going to three, four, 
five or six grocers and buying their one-half pound per 
person per week from each of them. In this business we 
learned long ago that there are a lot of people who are 
not too concerned about their honor, to whom conscience 
is not involved at all, and who will get away with what- 
ever they can with safety. It can be assumed that it was 
for these reasons that our government has announced, 
within the last few days, that coupon-rationing will 
shortly replace the honor system insofar as commodities 
are concerned. The same applies to charge account con- 
trol as we both have it. The seller is supposed to do the 
controlling. He cannot possibly do it! True, as long 
as the account is overdue, unpaid and unconverted, no 
further charges may be made at the same stores but there 
is nothing in the Act, either in your country or ours, to 
prevent the consumer from operating new accounts at 
other stores while his first, second, third, fourth and 
fifth accounts go overdue and remain unconverted or 
unpaid. 

Leslie Silver, Manager of the Windsor, Ontario, 
Credit Bureau, referring to the Canadian Act, put this 
very clearly to his members in a recent bulletin from 
which I quote: 

The new consumer credit regulations, as they stand at 
present, do not strike directly at the chief social problem 
raised by the expansion of consumer credit which is the 
tendency to involve consumers in debt beyond their abil- 


ity to pay, to overload the buyer beyond his means and 
to undermine the solvency of the family. 


Merely regulating down payments and length of terms 
is not sufficient to control over-indebtedness on install- 
ment accounts involving merchandise, services or loans, 
for no limit is placed on the total number of installment 
accounts or ordinary charge accounts. The consumer 
debt problem remains substantially the same as it was 
before; over-indebtedness can only be controlled either 
by the consumer creditors voluntarily refraining from 
overselling individuals or by forcing them to refrain, 
through extension of the present regulations or by other 
legislation. 


There you have the whole story. Those who will 
suffer most by further governmental control are exactly 
those who are now the worst offenders. 

Efforts toward voluntary community credit policies are 
being made in various cities but we know, if we will be 
frank with ourselves, that these will not be entirely suc- 
cessful because in every community there is a fairly large 
percentage of merchants who will not cooperate with any- 
one and who will deliberately encourage the type of busi- 
ness which is by law being refused at other stores. 

The fact that these outlaws are taking business right- 
fully belonging to legitimate merchants is not the most 
important fact, but it is important nevertheless. Three 
obvious reasons were behind the government’s action in 
taking the step they have taken: The first was to pre- 
vent too great a commitment by the public generally 
against the day when the transition from war to peace 
must come. The second and probably most important, 
from the government’s point of view, was to reduce 
spending thereby reducing demand for consumer goods 
and making plant, labor and materials available for war 
production. The third was to curtail spending so as to 
leave more money available for investment in War Sav- 
ing Certificates, Bonds, etc. However, our experience 
has been and yours probably will be that while this Act 
will serve to reduce the amount outstanding on any 
given merchant’s books and will increase his turnover of 
accounts beautifully, it is highly doubtful if it will de- 
crease the total amount of commitments substantially 
because we know that overdue customers are opening 
accounts daily at other stores and are rotating these over- 
dues deliberately so that if the goal which the govern- 
ment had in mind of reducing total commitments is to be 
fully achieved, then the rationing must be from the 
other end, and not devised only to control the con- 
scientious, upstanding, honorable citizens who would co- 
operate were they merely requested to do so. 

It is true that this Order gave us in one stroke not 
only a community credit policy toward which many of 
us have been striving for years, but a community credit 
policy toward which all must contribute to a degree. 
This was, of course, a somewhat more complete achieve- 
ment than any voluntary effort would have ever pro- 
duced because the unbelieving and the fringe of unethical 
retailers found in every community who never subscribe 
to any plan had no choice but to fall in line up to a cer- 
tain point. The Order applying to the whole country as 
it did gave us what amounted to a national credit policy 
and I gravely doubt if any serious-minded and con- 
scientious merchant in the country would willingly revert 
to the old system of competition in terms running all 
the way from early billing to postponed due dates, to say 
nothing of all the freak credit plans which had been 
devised. I want to make this point very clear and I 
want it understood that any criticisms of the law which 
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{ have made or may make are not intended in any way 
to detract from the importance of what I have just said. 


For emphasis I repeat it: Our government, by the 
promulgation of this Order, accomplished more in one 
minute than all our efforts of cooperation along this line 
have achieved in twenty years. Its effect has been un- 
deniably beneficial and it is already being alleged that 
the Canadian public now owes less of future income 
than at any time in the last ten years. 


Terms of the Act 


Two thoughts in connection with the Act will prob- 
ably be uppermost in your minds. I imagine the first 
will be a reaction that the terms permitted are unduly 
and unnecessarily long. I agree with you absolutely. 
Although it must be admitted that Canadian stores (with 
the possible exception of Vancouver) never did achieve 
collection percentages comparable to American stores, the 
maximum terms provided seem too long to many of us. 
True, it has been pointed out that the terms set are maxi- 
mum terms and stores selling on shorter terms may con- 
tinue to do so, but experience has shown us that in mat- 
ters of this kind the maximum soon becomes the mini- 
mum. At least the extra ten days could well have been 
omitted. 


The government is interested only in the total amount 
outstanding in the country on charge accounts as on any 
given date and not in the number of days these charges 
remain outstanding, but one has a close and natural bear- 
ing on the other. Your second thought will probably 
be of the tremendous authorizing problems involved and 
with these you will have, by this time, become thoroughly 
familiar. To some of our merchants this, at first, pre- 
sented an almost insurmountable obstacle because obvi- 
ously all slipshod methods of authorizing were definitely 
out. Even floor or automatic authorizing of charges 
had to be discontinued because a fifty-cent charge to an 
overdue account was as great an offense as a fifty dol- 
lar one. 

While it is questionable if the authors of our Act had 
any knowledge of authorizing procedure, this regulation 
has proved to be a blessing in disguise. Outmoded au- 
thorizing systems were replaced, customer history rec- 
ords were installed and immediate postings of charges 
and cash became accepted routine. There was no more 
“out of sight—out of mind.” Constant references to 
accounts by the staff brought familiarity with them which 
had never existed before. Delinquencies and pet accounts 
could no longer be hidden and avoided. There were no 
more favorites—no more “friends of the boss.’’ Authoriz- 
ing staffs had to be increased but not as much as was at 
first thought, and the ultimate benefits many times off- 
set the added expense. 





For that matter many stores 
spent too little money in authorizing records and they 
have found that they are a lot better off under the 
new conditions. 

Possibly one of the best barometers of business con- 
ditions, insofar as credit is concerned, is the number of 
reports completed daily by the bureaus. After the new 
Act came into effect our bureaus checked very closely 
with one another and we found that we were all af- 
fected by approximately the same percentage. I have 
quoted to the bureau and collection managers some of 
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our figures as an indication—a very definite indication to 
you—of what you may expect in the months to come. 
For example, in the first week after this Law was passed 
our credit reporting volume decreased exactly 60 per 
cent. For the next month the decrease was about 45 per 
cent, but after these first five weeks a very peculiar thing 
happened. Apparently by that time many of the bank- 
ers’ accounts which the stores had been carrying for 
their customers had become liquidated. The public had 
also become accustomed to the provisions of the Order 
and familiar with its meaning because business com- 
menced to improve until in January and February of 
this year our sales of credit reports exceeded the same 
months of last year while at the same time the merchants 
were reporting greatly increased cash sales. 

Easter coming in March made a proper comparison 
difficult but, after making due allowance for Easter 
business, our March volume of credit reports was 20 per 
cent higher than March of last year. Then the law 
started to catch up with the public again. Apparently 
customers had been too optimistic in their commitments 
and had to get busy and pay up again because in April 
we showed a decrease of 25 per cent and this was con- 
tinued into June and looks as though it will not only 
continue but will probably show a further decrease 
throughout the Summer and Fall. As you know, this 
was not occasioned entirely by the credit Act. A grow- 
ing shortage of goods contributed and the existence in 
the pockets of the buying public generally of more cash 
than they have carried around with them for many a 
long year has increased the ratio of cash to total sales, 
but, undoubtedly, credit control was responsible for a 
very large part of it. In digesting these figures, how- 
ever, two factors must be taken into consideration. ‘The 
first is that our instalment and charge account control 
regulations both became effective at the same time and 
the second is that we have no means of knowing what 
contract sales were made without credit reports, on ac- 
count of the increased down payment, or what volume of 
business was done on charge account by the type of 
retailer to which I have referred who neither knows nor 
cares about his customers’ paying record, who previously 
did little if any charge account business, but who is now 
busy corralling as much of it as he can handle. 


Comparison Shows Decrease 


Many will doubtless be surprised that the decrease 
experienced was not greater but when you consider that 
the comparisons I have quoted are against the previous 
year’s results and that the inflation spiral had already 
commenced to develop in 1941, you will realize that 
these comparisons represent very substantial decreases 
indeed when calculated against the large increases over 
the previous year’s business which were anticipated. 

Judging from reports received from individual stores 
all were not affected alike. Generally speaking, it ap- 
pears that those carrying the smallest number of days 
overdues were the first to recover and those which lost 
no time in bringing their overdue accounts into line, 
either by securing payment in full or by conversion, were 
not far behind them while the ones which resented the 
Order and delayed fulfilling its provisions were the last 
to feel the surge of new business which followed. ; A fair 











estimate would seem to be that about one-third of all 
overdues were paid during November and that about 
20 per cent of them were converted in both November 
and December. The rest remained overdue to be dealt 
with by the Collection Managers as best they could. This 
was where the border line and the oversold account 
showed up as if spotlighted and on the whole the experi- 
ence was good for the credit man’s soul. While the con- 
version provision of the Law was very necessary during 
the first change-over there are many of us who feel that 
it should not be permitted to continue as it leaves a very 
wide loophole indeed. Many retailers are not above 
suggesting conversion to their customers and we feel that 
in some stores it will become a practice to convert and 


recharge, thereby absolutely nullifying the intent of the 
Order. 


Another Method of Control 


I referred to the rationing of credit as a commodity. 
Obviously it would not be fair or sensible for your gov- 
ernment or ours to set a limit in dollars which anyone 
might spend on a credit basis during a given period be- 
cause the needs of different families vary widely. In my 
opinion the rule should be that anyone may charge for 
any amount the merchants care to extend, as long as the 
accounts are paid exactly on the due date and that im- 
mediately an account becomes overdue in one store, credit 
is automatically discontinued in all others, until such 
time as the delinquent account is paid in full. This 
type of rationing of credit would bring the results desired 
by everyone, and such a control is not impossible. 

Should the department entrusted with the administra- 
tion of this Act have had to set up throughout the coun- 
try hundreds of regional offices with which to control 
credit on this basis, I would be the first to admit that 
the gains to be thereby effected would probably little 
more than offset the costs because the cost would be 
terrific, but you have in your country and we have in 
ours the offices not only capable of handling this vol- 
uminous detail but more capable of doing it than any 
offices which the government might bring into existence. 
I refer, of course, to your credit bureaus. Many of them 
are owned by the merchants and the others are largely 
merchant controlled. They could exercise this control 
over not only charge accounts but instalment accounts 
as well, and relatively little added routine would be 
necessary. A standardized contract and instalment ac- 
count form could be adopted by the government and 
only that official form used. All contract forms issued 
to each licensed business would have to be accounted for 
to the nearest bureau. All such contracts would be 
scrutinized by the bureau staff to make sure that the 
users complied with the Order and any which did not 
would be brought to the attention of the Department 
investigators who thus would have their work efficiently 
and intelligently directed instead of waiting for com- 
plaints of violations, while thousands of infractions re- 
mained unknown, unrestrained and unpunished not only 
in the larger cities but in the smaller towns and cities 
whose merchants seem to feel that this Law was not 
intended to apply to them in any event. 


All charge accounts would be opened on an official 
“Application for Credit” form approved by the govern- 


ment and secured only from government storerooms. 
These likewise would be numerically accounted for. In 
addition, each firm extending credit would be required 
to report to the regional office daily all accounts denied 
charging facilities because of delinquency. The bureau 
would be responsible for reporting this information to 
all others interested in those individuals so that they 
also would close off their credit until such time as the 
delinquent accounts were paid and these customers once 
more became eligible for a further rationing of credit. 
The comparatively small cost involved could be borne 
by the consumers which would in itself act as a further 
deterrent to the opening of numerous accounts by the 
same people. 

True, this would be a new and different function for 
credit bureaus but it would give to you as merchants and 
credit managers a control of credit which you have never 
had, or as I read in a recent article: “It would bring 
about a condition whereby the credit managers of the 
country would really control credit, rather than having 
credit control them as it has for the past ten years at 
least.” 

We have already made this recommendation to our 
Government and we are given to understand that it is 
under consideration at the present time. Whether or not 
they will accept this recommendation we have no means 
of knowing but if the suggestion finds merit among this 
group I seriously recommend that steps be taken to make 
representations to the Department charged with the ad- 
ministration of the regulation without loss of time. You 
have powerful arguments—you can achieve more than 
can possibly be achieved under the Act as it now stands 
and certainly you should be given a sympathetic and in- 
terested hearing in bringing to your government a plan 
to achieve for it—without further cost—the result which 
must have been desired when the legislation was con- 
ceived. This is all said with full knowledge that the 
A. C. B. of A. has already stated in its official organ 
that no such step will be taken by them. We felt that 
way in Canada too—last October—but not now—not 
now. This would not be, as the bureaus seem to feel, a 
matter of the bureaus policing their members but of the 
members cooperating together with the bureau and with 
the government to make possible complete and efficient 
control, at the same time insuring the public of fair treat- 
ment and the stores against unfair inroads on their busi- 
nesses by all and sundry of the too many unscrupulous 
retailers in the country whose existence we must admit. 


Whether or not these improvements in conditions sur- 
rounding the operations of our businesses will be realized 
remains to be seen, but as it is hoped that the control 
inaugurated will not be removed when the war is over 
we can only do our best to bring them about as quickly 
as possible. This much we can be sure of, that the large 
majority of retailers will conduct their businesses strictly 
according to the interest and spirit of whatever regula- 
tions and restrictions are placed on them, that they will 
continue to demonstrate the “Good Faith” without which 
these restrictions would necessarily fail, and that the 
large majority of American and Canadian people will co- 
operate with the retailers in accomplishing the ends which 
we are assured must be attained as a small contribution 
toward the general plan adopted as vital to the success- 
ful prosecution of the war. 
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Sales and Collection Trends 
May, 1942, vs. May, 1941 


Compiled by Research Division, National Retail 
Credit Association 


Arthur H. Hert, Research Director 


REDIT sales decreased 7.5 per cent during May; 
total sales increased 2.3 per cent; and collections 
increased 3.7 per cent, in the United States and 

Canada as compared with May, 1941. Regulation W 
strongly affected credit business, while collections and 
total sales continue to improve as a result of the large 
amount of money in circulation due to war work. 

Highlights of the monthly analysis are shown in the 
tables below: 
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Highlights for May 
45 Cities reporting. 
16,253 Retail stores represented. 


COLLECTIONS 
37 Cities reported increases. 
3.7% Was the average increase for all cities. 
30.0% Was the greatest increase (Toledo, Ohio). 
2 Cities reported no change. 
6 Cities reported decreases. 
12.1% Was the greatest decrease (Abilene, Texas). 


CREDIT SALES 
41 Cities reported decreases. 


7.5% Was the average decrease for all cities. 


22.0% Was the greatest decrease (Jacksonville, 
Fla.). 
1 City reported no change (Ada, Okla.). 
3 Cities reported increases. 


8.0% Was the greatest increase 
N. H.). 


TOTAL SALES 
31 Cities reported increases. 
2.3% Was the average increase for all cities. 
25.0% Was the greatest increase (Charlotte, N. 
C., and Beaumont, Texas). 
1 City reported no change (Ada, Okla.). 
13 Cities reported decreases. 
15.0% Was the greatest decrease (Jacksonville, 
Fla., and Youngstown, Ohio). 


(Concord, 
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Districts Three and Four at Knoxville 

The third and fourth Districts of the National Retail 
Credit Association held their annual Conference jointly 
at Knoxville, Tenn., April 13, 14 and 15. At this meet- 
ing the following officers and directors of the Third Dis- 
trict were elected: President, Lenville Parker, Geo. Muse 
Clo. Co., Atlanta; Vice-President, George Keen, J. A. 
Karven Co., Columbus, Ga.; and Secretary-Treasurer, 
L. S. Gilbert, Credit Service Exchange, Atlanta. 
Directors: T. Wilbur Thornhill, Charleston Oil Co., 
Charleston, S. C.; Charles Evans, The Aug. W. Smith 
Co., Spartanburg, S. C.; Rudy Moss, Young Men’s 
Shop, Jacksonville, Fla.; G. L. Garrett, J. B. Ivey & Co., 
Charlotte, N. C.; and Henry Alexander, Belk Bros. Co., 
Charlotte, N. C. 

Officers and directors of the Fourth District elected 
at the meeting are: President, J. G. Sullivan, Morris 
Plan Bank, Knoxville; Vice-President, P. G. Wright, 
W. L. Hailey & Co., Nashville; and Secretary-Treasurer, 
Evans Roberts, Welsh and Levy Clo. Co., Baton Rouge. 
Directors: Kaa F. Blue, Foundation Plan Inc., New 
Orleans; W. E. Haase, Sterchi Bros. Stores, Chatta- 
nooga; F. A. Terrell, Sears Roebuck Co., Mobile, Ala.; 
John N. Weaver, Allen Jemison Co., Tuscaloosa, Ala. ; 
and J. P. Williams, Mississippi Power & Light Co., 
Jackson, Miss. 


Oklahoma City, Oklahoma 


The officers and directors of the Retail Credit Associa- 
tion of Oklahoma City for the ensuing year are: Presi- 
dent, Ben Leyerle, Oklahoma Gas & Electric Co.; Vice- 
President, Cecil Brown, Oklahoma Natural Gas Co.; 
Secretary, Josephine Purdin, Lain-Eastland-Lamb Clinic ; 
and Treasurer, Herbert Pickett, Central Morris Plan 
Bank. Directors: Scott Downey, Harbour Longmire 
Co.; May Mathewson, Barth Clothing Co.; Raymond 
Workman, May Bros.; ‘M. R. Redman, Rothschild’s 
B & M; and Opal Woody, Harry Katz, Inc. 


District Ten at Seattle, Washington 


The Tenth District Conference this year was held 
May 18 and 19 at Seattle, Wash. At that time the 
following officers and directors were elected for the en- 
suing year: President, R. T. Schatz, Washington Water 
Power Co., Spokane; Vice-President, Thomas Mc- 
Cormick, Falk’s Ltd., Boise; and Secretary-Treasurer, 
Thos. Downie, Retail Credit Grantors’ Bureau Ltd., 
Vancouver, Canada. Directors: Barney Murphy, Strain 
Bros. Inc., Great Falls; J. A. Campbell Smith, Hudson’s 
Bay Co., Calgary, Canada; Herbert Benson, Reliance 
Lumber Co., Tacoma; William Bell, Canada Permanent 
Mortgage Corp., Vancouver, Canada; and Walter Lar- 
son, Salem Credit Grantors’ Assn., Salem, Ore. Joseph 
A. H. Dodd, Portland Gas & Coke Co., Portland, Ore- 
gon, was elected National Director and Wells Huntley, 
Retail Service Bureau, Seattle, Wash., Alternate Na- 
tional Director. 














The Layman’s Handbook 
of 
REGULATION W 





By 
J. Goapow Dagins, LL. B., Educational Director 


NATIONAL RETAIL CREDIT ASSOCIATION 
Evccutive Offices + + St. Louis, Missouet 


I ses Regulation W permit the use of 
coupon books? 


Can interest be charged on past due charge 
accounts? 


Is the required down payment on a floor 
lamp 20% or 3313%? 


What is the difference between ‘‘instal- 
ment credit’? and ‘“‘instalment sale’’? 


What rules govern “‘add-ons’’? 
How are 30-60-90 day accounts handled? 


How are letters and notices worded to 
comply with the Regulation? 


How long can an instalment account be 
overdue and still enable new instalment 
charges to be added? 


How many times can you renew a pre-May 
6 single-payment loan? 

When is a statement of borrower required? 
What factors must be present before you 
can accept a statement of necessity? 


How do you consolidate a converted 
charge account with an existing instal- 
ment contract? 


What transactions are exempt from the 
Regulation? 


What rules cover lay-aways? 


Does credit covering repairs to a fur coat 
come within the Regulation? 


Are pencils and fountain pens listed ar- 
ticles? 


How are “‘charge takes’? and ‘‘charge 
sends’’ authorized in accordance with the 
Regulation? 


What is meant by “‘default’”’ and “‘cure’’? 
* * * 


These and scores of other questions of vital 
importance to you in your operations are an- 
swered in The Layman’s Handbook of Regulation W. 


HOW MANY DO YOU KNOW? 











Do You Know the Answers 
to These Questions? 

















Reserve Your Copy Now! 


THE LAYMAN’S HANDBOOK OF REGULATION W 
Available July 15 


Are you thoroughly familiar with Regulation W? Do you under- 
stand all its provisions so that you comply fully with its rules and 
requirements? You must know how to operate under the Regula- 
tion for the duration of the war. You must know your rights as 
well as your responsibilities. 


You need this new HANDBOOK. It will bring you up to date 
on Regulation W and facilitate full compliance with the wartime 
rules pertaining to consumer credit. A layman’s handbook that 
should be on the desk of every credit or financial executive, in- 
cluding all members of your staff. It’s a book to learn from... to 
work by ...to have always at hand for reference. 


ACT AT ONCE IF YOU WANT THIS BOOK. The edition is 
limited. Be sure to get your copy by mailing the coupon below today. 
Price to members, 50c (to non-members, $1.00) 


NATIONAL RETAIL CREDIT ASSOCIATION 
SHELL BUILDING ST. LOUIS, MO. 


Clip and Mail This Coupon Now! 


NATIONAL RETAIL CREDIT ASSOCIATION 
218 Shell Building, Saint Louis, Missouri 


Please send me copies of THE LAYMAN’S HANDBOOK 
OF REGULATION W at 50¢ a copy postpaid (non-members $1.00). 





Name — 


Address — icosianitgelaiiaiegniinedntt idea 


— — 
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Installment Credits 
in Wartime 














KNOW WE ALL FEEL here at this Conference 
] that regardless of what we do or say, the war effort 
comes first. Certainly our discussions are important to 
us, but they are really picayune alongside the major issue 
of winning the war and the sacrifices many are making 
on the war’s frontiers. In fact, winning the war is so 
important that we are just wasting our time here if we 
don’t win it—and we definitely expect to do that. 

If there is any one thing those in our Corporation 
feel keenly, it is that we are not in a direct war industry 
and cannot readily convert ourselves to one. Of course, 
our parent corporation, General Motors, is 100 per cent 
in war manufacture, and when automobile mass_produc- 
tion goes to war, it’s “taps and dies” for the other fellow. 
For our own part, we have lost many men direct to the 
service and to the Government and also have loaned 
others to various Government activities. At all times we 
are endeavoring to figure out in what ways a company 
with an organization, experience and facilities like ours 
can best adapt itself to the war effort. 

But, to turn to the impact of the war on installment 
credit. When referring to the war period, I mean Sep- 
tember, 1939, when the whole thing started. The ex- 
perience I will give you covers hundreds of thousands of 
accounts spread over a very broad area, the United States 
and Canada, and it is mainly on automobiles, although 
including also electric refrigerators. These produce the 
bulk of our business, but we also finance anything Gen- 
eral Motors, up to Diesel powered locomotives and tug- 
boats. We finance our dealers both at wholesale and 
retail. Through these dealers we get our retail paper 
which gives us our installment experience. 

Even before the war began, the trend toward shorter 
down payments and longer terms seemed to be starting 
again. I say “again” because it was only two years 
previous, in 1937, that the more conservative of us had 
become greatly concerned and had succeeded in revers- 
ing similar poor trends. Four months after the war 
began, the weakness in down payments and terms had 
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The impact of the war on installment credit as viewed 
by WILLIAM H. BALDWIN, Manager Credits—United 
States and Canada, General Motors Acceptance Corpora- 
tion, New York, N. Y. An address delivered at the 30th 
Annual Conference and Credit Sales Forum of the National 
Retail Credit Association, New Orleans, La., June 17. 


already surpassed that of even 1936-37. The condition 
grew weaker through 1940 and 1941, in spite of the 
efforts of all too few to combat it. I spoke on this 
matter at several NRCA District meetings more than a 
year ago, and at your last Annual Convention the Na- 
tional Retail Credit Association went strongly on rec- 
ord to do something about it. In the meantime the 
Government had been interesting itself in the situation, 
for more reasons, however, than just credit. Then came 
Regulation W. I want to say here, with all sincerity, 
what we have said before and elsewhere that if install- 
ment credit had to be regulated, we were glad to see it 
supervised by the Federal Reserve System. In our con- 
tacts with their officials, both before and after Regula- 
tion W, we have always found them most understand- 
ing, receptive and fine people to deal with. 

More than credit was involved in Regulation W, for 
its original aim was also to’ prevent consumer goods com- 
peting with war production, to deter inflation, and to set 
up future consumer buying power. Regulation W be- 
came effective September 1, 1941, just two years after 
the war began and three full months before Pearl Harbor. 
It gave installment credit the honor, if you want to call 
it that, of being the first consumer item to be rationed 
in this war. The injection of Regulation W into install- 
ment credit was healthy, for the patient was very weak. 
His sales glands were so overworked that his credit ex- 
tremities were becoming freaks in length and his under- 
pinnings were dissolving by the month. 

An earlier impact of the war on installment credit was 
the Selective Service Act. We were rather concerned 
as to how the entry of men into the service would affect 
their outstandings with us, but our results to date have 
generally been most satisfactory. 

Another war impact on installment credits has been not 
only the greatest migration of people in our history, but 
shifts of millions into entirely different occupations. For- 
tunately the migrants generally have gotten work and 
have paid quite well, although the job of tracing their 











cars in some cases hasn’t exactly been as easy as following 
tracer bullets. Priorities unemployment, too, has been 
heavy at times and in places, but has had only tempo- 
rary adverse effects. One doesn’t have to have credit 
religion to realize what a “transmigration of souls’’ there 
will be after the war, which won’t wind up in any para- 
dise, at least for the credit man, unless debts should be 
pretty well paid by then. 

This war has produced great phenomena, as, for in- 
stance, the hot weather ahead will be a period of the big- 
gest freeze, at least in business. Then another war phe- 
nomenon is a boom and a depression going at the same 
time. This is truly a selective prosperity. 'Wage-earners 
and farmers are in a lush period, while white-collar peo- 
ple, others of fixed income, and still others who have not 
converted or cannot convert to war effort, are in a 
depression. With all this, those of our customers in the 
depression end of this war have generally managed to 
continue satisfactorily with 


of war installment credits and also for any satisfaction it 
may give you, should you be in a business that has not 
been affected so soon or as much. We realize we have 
been in the middle of all the freezing and rationing, 
because the national life of our people is built around 
the automobile, and transportation is an important, if 
not the most important, war essential today. With all 
the rationing, however, I am sure every credit man 
wonders why one very prolific source of rubber has gone 
unrationed, i.e., rubber checks. 

As severe as the impact of the war has been on auto- 
mobile financing, it has been even more severe on auto- 
mobile dealers. These particular retail merchants de- 
serve a real tribute for the spirit and manner in which 
they have taken the various restrictions affecting their 
businesses. Of course, as all good businessmen should, 
they have remonstrated and offered suggestions, where 
they thought measures or acts might seem unduly bur- 


densome or harmful. While 





us, with our interested help 
and some additional time to 


pay. In the August Issue 


“All Out Effort in Our National Emergency,” 
Capt. A. A. Nichoson, The Texas Com- 


The freezing and rationing 
of automobiles and tires, sev- 
eral months ago, caused a 
credit shift in our business 
from the purchase to the liq- 
uidation of receivables. In 
our past liquidating periods, 
economic conditions have like- 
wise been declining, causing 
unusual customer defaults. 
The present period of our 
liquidation, however, has in 
general been different, with 
rising pay rolls and falling 
unemployment. Such conditions would ordinarily prove 
a credit man’s “Happy Hunting Ground,” but migra- 
tion, priorities unemployment, military service and tire 
rationing have increased the collection burden, eliminat- 
ing the happy part and just leaving plenty of grounds 
for hunting. 


pany, New York 





With Regulation W, down payments and terms have 
ceased to be a competitive sales factor. Larger down 
payments and monthly installments have also helped im- 
prove our repossession experience. This is not at all sur- 
prising to us, for our own efforts produced the same 
results in the weak 1936-37 situation. Our most de- 
pendable credit guide, however, is a general one that is 
framed and hung on the walls of our Branches, taken 
from a thought expressed by our President, Mr. Schu- 
mann, in 1936. It reads: ‘““We must not forget the pri- 
mary reason for our excellent experience with our out- 
standing credits during the depression was the policies we 
pursued in selecting them in the previous period of pros- 
perity.” The depression referred to is that of the early 
thirties. The guide, however, is good at all times. 

Automobile financing has had its full share of ration- 
ing. First came restrictions on the credits, then on the 
automobiles, then on automobile essentials, rubber and 
gasoline. This is not mentioned critically because all of 
us are willing to sacrifice anything to the war effort, if 
the demands made on us are actually necessary and are 
also equitable. The point is made, however, as a phase 


“Production for Victory,’ 
Arkansas Power and Light Co., Little Rock 


“Five Years of Progress,” 
Plymouth Furs, Inc., Minneapolis 


“Letters,” Carl Wollner, Panther Oil & Grease 
Manufacturing Co., Fort Worth 


“Financing American Industry in War and in 
Peace.” John S. Fleek, Hayden, Miller & 
Co., Cleveland 





some have had to withdraw, 
the majority at this time have 
a determination to stay in 
business as long as possible. 
They are doing this by rad- 
eatin =. Seo. ically reducing expenses, en- 
deavoring to keep as liquid 
as possible and _ increasing 
their efforts to build up po- 
tential business through other 
than car sales. Because deal- 
ers have not been able to turn 
over their new cars, the 
wholesale inventories we have 
been carrying for them have 
been built up quite high in 
some cases, in relation to 
financial positions. We have confidence in the dealers, 
however, and are glad to be of this service to them as 
well as of help at the same time to both the United 
States and Canadian Governments in this part of their 
transportation problem. A major reason also for want- 
ing to help dealers in this trying period is to assist them 
not only in maintaining their places of business but also 
as much of an organization as possible for the post- 
war days. 


Miss Lily Person, 


All wars end, and when this one does, the credit job 
will shift again, from liquidation to the purchase of re- 
ceivables. Of course, there is still a big and intelligent 
job to do on current credits, for the nation has not gone 
on a cash basis by any means. It’s still possible to get 
pants on the cuff, even though you can’t get a cuff on 
your pants. I have been amused at times at those who 
express the opinion that Regulation W must have settled 
everything creditwise. If that were so, all we would 
have to do would be to see that down payments and 
terms comply with the Regulation, throw the contracts in 
the vault and wait for results. I am sure the results 
would be “‘something.””’ Good down payments and short 
terms just don’t make ’em good. Short down payments 
and long terms don’t necessarily make ‘em bad. No, we 
still have our fundamental credit factors to consider, in 
addition to Regulation W. 


The basic elements of sound installment credit have 
not changed; they have only been compounded in differ- 
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ent proportions. The validity of the three C’s, Char- 
acter, Capacity and Capital, has not been challenged. 
Incidentally, in our business we consider two other credit 
C’s, i.e., Conditions and Collateral. One general thought 
on conditions is that our installment credits take us 
much further into the future than short term credits. On 
collateral, we have values and other factors also to con- 
sider as well as the personal credit. I won’t go into 
the various aspects of the five C’s under war conditions, 
except to say that alertness to sudden changes was never 
more important. We must get away from any idea that 
change comes slowly. 


Credit Changes of War Came Fast 


Credit changes in this war have been not only fast, 
but almost unbelievable. For instance, isn’t it a case 
for Ripley when automobile dealers, of all merchants, 
go out of business during a boom? A boom ordinarily 
should mean prosperity for gasoline stations, roadside 
restaurants, vacation resorts, etc., but it will mean just 
the opposite for many of these. These changes are prov- 
ing again a point that has been difficult to get over to 
some, even in credit, i.e., past good paying experience is 
only a guide, not a guaranty, of future performance. 
Future tax payment dates, War Bond purchases, any 
compulsory plans to reduce purchasing power, or the 
sudden ending of the war will upset budgets and thus 
affect the paying ability of our customers. Don’t forget 
also that loss may come from the honest as well as the dis- 
honest, for if they get into financial difficulty, any result- 
ing loss is not figured in intentions but in dollars. 

One decided-change caused by the war has been in our 
“collateral” credit factor. In establishing car values, 
tires were formerly just a side show, today they are the 
main tent. Retail car value is now measured more in 
relation to tire mileage than so-called book value. As a 
result, dealers are asked to certify to the condition of 
tires on submitting contracts to us for purchase. Little 
problem has been encountered on this score, however, 
since the buyer also insists on good tires these days. In 
addition to new credits, the tire factor has also affected 
repossessions of older model cars somewhat, but March 
and April rates of repossession were below those of a 
year ago, with the trend down. 

Now, let’s draw some conclusions. First, we must 
recognize that consumer credit is a rationed article and, 
therefore, like other consumer goods is in a liquidating 
phase. If there is any doubt about this, just recall 
President Roosevelt’s Special Message to Congress in 
which he recommended that credit and installment buy- 
ing be discouraged and people encouraged to pay off 
mortgages, debts, etc. This curtailment of credit means 
sacrifice for all of us in this line, but I believe we all 
feel that if this or anything else is necessary to help the 
war and also the post-war effort, we want to do our 
part. One of our credit jobs, therefore, is to make 
certain that in the process of effecting proper liquida- 
tion, as well as accepting any new credit, we do this 
strictly in accordance with the Government’s expressed 
wishes. 

One very important responsibility of credit men, to- 
day, is to keep reviewing plans, policies and agreements 
that .were set up in peacetimes and to revise them, where 
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necessary, to fit the very different conditions of the war 
economy. In other words, the rose colored glasses of 
peace need to be replaced by the battleship gray glasses 
of war. 

As credit businessmen, it is our job to conduct our- 
selves so that we will have the respect of others and self- 
respect. This means observing the rules of good credit 
and of regulations issued, yet never failing to stand up 
for what we think is right, fair, and economic. In this 
connection, the National Retail Credit Association is to 
be especially complimented for its vigilance and activity, 
as indicated, for instance, by Mr. Shealey’s activities. 
(Recently he presented the Association’s position against 
proposals to relieve co-makers of their responsibilities on 
debts for which they had signed with men in the serv- 
ice.) It is my feeling that the businessman’s handling 
of his affairs, his attitude and his demonstrated ability to 
get things done will do much to establish his position in 
the post-war scheme of things and to determine how 
much or how little of the war’s regulations and meas- 
ures will be necessary, if at all, after the war. Above all 
things his attitude should be cooperative, not hostile. 

A thought about the credit man. In the old days, 
credit was quite evidently looked down upon, not only 
by the public but by those in it. Those were the days 
when the public considered anyone almost a social out- 
cast if it became known that he bought even a piano 
on time, while the man on the stool (the credit stool, 
not the piano), was pictured as more anxious to reject 
than accept business. No wonder credit was so sniall 
a part of business in those days. Even up to 1912, 
only 13 per cent of the total retail volume was esti- 
mated to be on credit; today, credit sales are estimated 
at between 35 and 40 per cent of the total. With credit 
today so large a part of the total business and now 
well accepted by the public (too well accepted at times), 
there has also been a decided broadening in the view- 
point of those handling credit. When we consider, 
therefore, the importance of credit plus the fact that 
the credit man or woman must be well versed not only 
in his own business but in all the outside world de- 
velopments and the factors affecting his business and 
its customers, the credit ,specialist today cannot help 
but be one of the important pillars and guiding inter- 
ests not only in his organization but in the national 
economy. It seems to me that the credit person who 
has successfully gone through the depression of the early 
30’s, the sharp decline of 1937-38 and the “never- 
before” circumstances of this war, will have seen nearly 
everything. This is experience which no one can buy 
for himself and which no organization can afford to 
give up. 


Major Responsibility of Business 


This brings us to what I feel is the major, perhaps 
the most important, responsibility of business aside from 
the war effort, i.e., the maintenance of a proper organ- 
ization during these times, so far as that is possible. This 
is one thing in which our Company and General Motors 
are most interested, not only with regard to our own 
organizations but to those of our dealers. Wars, de- 
pressions and other adverse factors may come and go, 
but a good business will ride out any storm. To do this, 
however, requires a long-swing viewpoint. The build- 








ing of a good organization takes years; that much time 
will not be given after this war. The credit or any 
other organization that will contribute most to the post- 
war effort will be the one that is all “set to go.” 

The end of the war will find us with a high national 
income and, depending on the length of the war, heavy 
war bond and other savings accounts, great consumer 
needs and reduced consumer debt. The end of the war 
will also find the country with greater productive ca- 
pacity than it had at the beginning. This huge capacity, 
with new and improved techniques, materials, etc., will 
then return to peacetime products. The aim will be 
to put not only the United States but the whole world 
on a higher standard of living through making things 
in volume and at prices that can reach even the low- 
est strata. 


Transition from War to Peace Economy 


One problem of the post-war period will be to find 
outlets for these products, so as to minimize the amount 
of unemployment growing out of the transition from 
a war to a peace economy. Credit will be needed more 
than ever to finance this transition period. Install- 
ment credit, especially in the automobile field, will 
have a very important function to perform in the de- 
velopment of peace markets. It is not too much to 
expect that progress in the handling of installment credit 
problems will come out of the war. Whatever is learned 
from the machinery of installment credit control and 
experience gained during the war should be useful in 
the post-war period. One thing in particular that I 
hope has been learned is that extreme credit concessions 
should not be used hereafter as a competitive device’ in 
the development of the markets. 


The war has clipped the wings of installment credit 
and more or less grounded it for the duration, but it’s 
no Dodo bird and will fly again to even greater heights 
than ever before. 


BCREDIT FLASHES=4 


Merriam Joins Coast Guard 


Malcolm L. Merriam, who has been in charge of 
credit research for the Bureau of Foreign and Domestic 
Commerce, Washington, has been commissioned a lieu- 
tenant in the United States Coast Guard. He was well 
known for his work in connection with the retail credit 
surveys of the Department of Commerce and appeared on 
the program of our national conventions for the past 
four years. His work has been taken over by Dr. Duncan 
Holthausen, formerly with the National Bureau of Eco- 
nomic Research. 


Omaha Elects New Officers 


At the annual election of the Associated Retail Credit 
Grantors of Omaha, Harry O. Wrenn, Credit Manager, 
Nebraska Clothing Co., was re-elected president. Other 
officers elected include: First Vice-President, C. F. 
Basler, Kilpatrick’s ; Second Vice-President, L. A. Porter, 
Eppley Hotels Co.; Secretary, Allen T. Hupp, Asso- 
ciated Retailers; and Assistant Secretary and Treasurer, 
Earl Higgins, Associated Retail Credit Bureau. Direc- 
tors, J. F. Thomas, Schmoller and Mueller; O. E. Muel- 
ler, Omar Baking Co.; Mrs. Kate Jean Bristow, Berg 
Clothing Co.; Mrs. Ellen Steinert, George 1. Elmore 
Co.; Robert Page, Northwestern Bell Telephone Co. ; 
L. E. Christiansen, Sears, Roebuck and Co.; and Arthur 
Ahlstrand, Nebraska Power Co. 


Kant Made Honorary Member of Breakfast Club 

Erwin Kant, Credit Manager, Schuster’s, Milwaukee, 
and Past President of the National Retail Credit Associa- 
tion, was made honorary member of the Credit Women’s 
Breakfast Club of Milwaukee, at a dinner celebrating the 
first anniversary of the club. He promoted the organiza- 
tion of the club when he was president of our National 
Association. 





Avoid Default 


The convenience of your charge 
account is available to you as 
long as it is paid promptly. 

But...Government Regulations 


REGULATION W REMINDER 


Here is a real collection aid, designed for use 


ANOTHER 





on statements of better pay customers tempo- 
rarily in arrears. Carefully worded to secure 
payment of the entire account and not merely 
the amount in default. While complying with 
government requirements, it collects the money 
and keeps accounts active. A Sticker worth 
many times the small cost of $2.00 a thousand. 
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count is in default. 

Avoid any possibility of default 
by paying this statement on or 
before the tenth of the month. 





NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis, Mo. 
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Mason New President of A. I. B. A. 


John J. Mason, President of the Mason Plan, Mobile, 
Ala., who has served the American Industrial Bankers 
Association as its Treasurer for the past four years, was 
elected President of that Association for the ensuing year 
at its eighth Annual Institute in Chicago, April 20-22. 
Mr. Mason has been an active member of the National 
Retail Credit Association for many years and has served 
as chairman of our Banking and Finance group at our 
national conventions. The American Industrial Bankers 
Association is the outgrowth of the Banking and Finance 
Group of our Memphis Convention in 1934. 


Danville, Virginia, Credit Women Organize 

The Credit Women’s Breakfast Club of Danville, 
Virginia, was organized on March 30. Officers include: 
President, Mrs. Irene Lentz, Retail Merchants Associa- 
tion; Vice-President, Mrs. Clara Meadows, Wyatt-Hall 
Food Store; and Secretary-Treasurer, Louise Walker, L. 
Herman’s. Directors: Jack Powell, Register Publishing 
Co.; Ruby Barker, Gurdine-Geneva Shop; Mrs. Jacob 
Silverman, Jacob Silverman Clothing Co.; and Ryland 
Shields, First National Bank. 


Canadian Credit Regulation Change 

In the article, “A Streamlined Method of Handling 
Accounts Receivable,” published in the June Crepit 
WokLD, it was stated that accounts were closed off as of 
the 23rd of the month. W. J. Tate, Controller, Bry- 
son Graham Co., Ltd., Ottawa, author of the article, 
writes that new government regulations require that they 
now close as of the end of the month so that the complete 
month’s transactions are included in bills. 


Savannah Credit Managers Elect 

At the annual meeting of the Associated Retail Credit 
Managers of Savannah, the following officers and di- 
rectors were elected: President, J. L. Engel, Jr., Colo- 
nial Oil Co.; Vice-President, Edgar Eyler, Citizens and 
Sou‘hern National Bank; Treasurer, C. B. Gnann, Mor- 
ris Levy; and Secretary, M. B. Weldon, The Credit 
Bureau, Inc. Directors: John W. Bridger, The Jones 
Co.; Mrs. Lennie Harrison, Bill Kehoe Tire Co.; Lois 
Ryals, Stubbs Hardware Co.; Mrs. Winifred Whipkey, 
Morrison-Sullivan Dry Goods Co.; Hugh Shearouse, Sa- 
vannah Hotel; and Mrs. Lillian DeWitt, Starland 
Dairies. 


Morris Plan to Meet at Absecon, N. J. 


The twenty-third annual convention of the Morris 
Plan Bankers Association will be held at the Seaview 
Country Club, Absecon, New Jersey, October 12, 13 
and 14, 1942, according to announcement by Richard 
H. Stout, President. 
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New Officers at Detroit, Michigan 

Recently elected officers and directors of the Retail 
Credit Association of Detroit, Michigan are: President, 
Ray V. O’Toole, Eastman Kodak; First Vice-President, 
M. L. Hamacher, Michigan Consolidated Gas Co.; 
Second Vice-President, Thomas Black, Rayl Hardware 
and Sports Store; and Secretary-Treasurer, Frank E. 
Parker, Merchants Credit Bureau. Directors: W. L. 
Brodie, Russek’s; R. V. Chaffee, Ernst Kern Co.; Max 
Coe, J. L. Hudson Co.; A. G. McConnell, People’s Out- 
fitting Co.; Roy Angers, Hughes & Hatcher; Albert 
A. Beste, Koening Coal & Supply Co.; Howard Godfrey, 


J. L. Hudson Co.; Catherine Fett, D. J. Healy Shops; 


Harold Morse, Crowley-Milner & Co.; Frank Osborne, 
Harpur, Inc.; and John Rose, Crowley-Milner & Co. 


Delaney New President of New York Credit 
Men 

Harry J. Delaney, Vice-President of Meinhard, Greeff 
and Co., Inc., was re-elected to the Presidency of the 
New York Credit Men’s Association for the coming year 
by unanimous vote at the annual meeting of the Asso- 
ciation on May 21. Clarence L. Riegel, formerly with 
the General Electric Company, continues as Executive 
Manager of the Association. 


Alma Spiller, 40 Years With Firm 
Miss Alma Spiller, Office Manager of Byck Brothers 
Department Store, Louisville, Kentucky, just completed 
40 years of service with that firm. Miss Spiller has always 
been active in local and national credit affairs and was 
the first President of the Credit Women’s Breakfast Club 
of Louisville. She was honored with a dinner for the 

occasion and presented with a watch and a radio. 


New Secretary of Kansas City Association 


A. L. Dye was elected Secretary and Treasurer of the 
Retail Credit Association of Kansas City, Missouri, to 
serve during the absence of Captain M. G. Riley who is 
now serving in the U. S. Army Air Corps. 


L. L. Meyer Heads Houston Retailers 
Leopold L. Meyer, Vice-President of Foley Brothers, 
Houston, Texas, and a past President of the National 
Retail Credit Association, was recently elected President 
of the Houston Retail Merchants Association. 


Position Wanted 


Credit Bureau manager with 15 years’ experience in 
credit reporting, collections, and small loans, desires 
change. Interested in any phase of credit or collection 
work. Prefers Middle West or South in medium-size 
community. Box 71, Crepir Wor.p. 


























Among 
Those 


“Present 


The 30th Annual Conference and Credit Sales 
Forum of the National Retail Credit Association 
held in New Orleans, June 15, 16, 17 and 18, 1942, was 
one of the most successful and instructive in the history 


of the Association. We were fortunate in having with 
us as our guests, Hon. Ronald Ransom of the Federal 
Reserve System and several assistants who participated in 
an open forum discussion of Regulation W, a subject 
which is very important to the credit fraternity at the 
present time. On this page are photographs taken at the 
Convention of some of the notables who attended the 
meeting. 

Shown in the top picture above are three newly elected 
officers of the National Retail Credit Association. From 
left to right: Jos. A. White, Harris Department Stores, 
Pittsburgh, Pa., First Vice-President; H. J. Burris, John 
Taylor Dry Goods Co., Kansas City, Mo., President; 
and Joseph H. Riggs, Florida National Bank, Jackson- 
ville, Fla., Second Vice-President. 

Lower left: David D. Bolen, Younker Brothers, Des 
Moines, Iowa, retiring President, N.R.C.A.; Hon. 
Ronald Ransom, Vice-Chairman, Board of Governors of 
the Federal Reserve System, Washington; and L. S. 
Crowder, General Manager-Treasurer, N.R.C.A. 

Lower right: Lloyd B. Raisty, Federal Reserve Bank 
of Atlanta; L. L. Meyer, Foley Brothers, Houston, 
Texas, past President of the National Retail Credit As- 
sociation; and Dr. Carl E. Parry, Chief, Division of 
Security Loans, Federal Reserve System, Washington. 


At the 
New Orleans 


Convention 


In addition to the new officers and directors of the 
N.R.C.A. shown in the above pictures, following is a 
list of directors-at-large elected at New Orleans: Stanley 
Kemp, New Orleans Public Service Co.; Lloyd B. Fer- 
rell, Southwest National Bank, Wichita, Kan.; Wells J. 
Huntley, Retail Service Bureau, Seattle, Wash.; T. W. 
Walters, Morris Plan Bank, Cleveland, Ohio; Rudolph 
M. Severa, R. H. Macy & Co., New York City; and G. 
Scott Murray, Murphy-Gamble, Ltd., Ottawa, Canada. 


District Directors Ratified 


District directors ratified at the Convention were: 
District 8, Francis Amsler, E. M. Scarborough & Sons, 
Austin, Texas; District 9, Roderick E. Langton, Salt 
Lake Tribune Publishing Co., Salt Lake City; District 
10, J. A. H. Dodd, Portland Gas & Coke Co., Portland, 
Ore.; District 12, LeRoy N. Dickerson, Wilmington 
Furniture Co., Wilmington, Del.; and District 13, Ber- 
nard D. Fuchs, Block & Kuhl Co., Peoria, Ill. District 
11 held no meeting in 1942 and Harry L. Bunker, H. C. 
Capwell Company, Oakland, Calif., was elected at the 
Convention to represent this District. 

Milwaukee, Wisconsin, home of Past President Erwin 
Kant, was chosen as the meeting place for the next Con- 
vention to be held June 21-24, 1943. In the event no 
annual meeting is held next year because of the war, 
Milwaukee will remain the next Convention city regard- 
less of the future date at which it will be held. 
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A Professional 
Insert 


This insert was designed especially 
for the physician, the hospital, the 
dentist and the druggist, to create a 
desire to pay bills promptly. Thou- 
sands have been used. Attractive and 
attention getting, it carries human in- 
terest copy which “brings home the 
bacon.” 
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The DRUGGIST..:.are entitled... 
TQ THE SAME PROMPTNESS.-IN THE PAYMENT OF THEIR 
ACCOUNTS.-AS YOU EXPECT FROM THEM IN EMERGENCIES. 


When emergencies arise, when tragedy im- 
pends, they are expected to respond--night 
or day, in fair weather or foul--and they do. 
7 ro too _— that same promptness is not shown 
if when time payment comes. IS THAT FAIR? 

GUARD — AIL «They have bills to meet, too! And families to sup- 
} id yf to be id--- 

SACRED TRUST a employees paid---just like the rest 
And remember, how you pay them is known 
to the retail stores—and how you pay the 
stores is known to them also—through your 
record at the credit bureau 
To keep your credit record clear, PAY ALL 
BILLS PROMPTLY---by the tenth or as agreed. 





NATIONAL RETAIL CREDIT ASSOCIATION 
1 + National in name... International in scope + * 


EXECUTIVE OFFICES °° © ¢ $F. LOUIS 

















° Printed in Bronze Blue ink on Light « 
Blue paper. Size 344”x 54”. Order 
from your Credit Bureau or National 
Office. Price $2.00 per thousand. 


National Retail Credit 
Association 
Shell Building St. Louis, Mo. 
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Cases and Questions to Accompany Bell and 
Johns’ Auditing (Prentice-Hall, Inc., 70 Fifth Ave- 
nue, New York, 183 pages, $2.50)—It is believed that 
this volume containing cases and questions combines the 
best features of the two methods available for illustrating 
the theory of auditing by means of laboratory practice 
work: the long- or continued-problem method and the 
individual illustrative-case method, retaining the ad- 
vantages of each. As balance sheet and other items are 
discussed in the text, separate problems are provided to 
illustrate the auditing procedure involved. 


Consumer Instalment Credit and Economic 
Fluctuations (National Bureau of Economic Research, 
Inc., 1819 Broadway, New York City, 239 pages, $2.50) 
—This volume by Professor Gottfried Haberler of 
Harvard University is the ninth in a series of studies by 
the National Bureau on consumer instalment financing 
and is the capstone study of the consumer instalment 
credit investigation. Dealing with consumer purchases 
made possible either through commodity sales credit ex- 
tended by dealers and producers, and through them by 
sales finance companies, industrial banking companies 
and commercial banks, or through cash instalment loans 
extended by personal finance companies, industrial bank- 
ing companies, credit unions, and commercial banks, this 
study illustrates the important role of instalment credit 
in the American economy. 


Personal Finance and Management for the 
Army Officer (D. Appleton-Century Company, 35 
West 32nd Street, New York City, 185 pages, $1.50)— 
In times of war, commissioned officers of the United 
States Army, regardless of rank or experience, are faced 
with extraordinary problems in the management of their 
personal affairs. This book has been written to aid the 
army officer (particularly the junior officer—second lieu- 
tenant to colonel) to solve these financial problems wisely 
and well. In concise, helpful detail, Lieutenant Colonel 
Hutchinson, the author, discusses service obligations such 
as the purchase of uniforms and equipment, and army pay 
and allowances. He then supplies helpful information 
(which an officer can work out with his family) on con- 
trolling household expenditures, wise spending, using a 
bank account, credit, insurance (both general and Gov- 
ernment), savings and investments, maintaining a home, 
owning a car, and taxes. Final chapters go into the 
rights of personnel of the army and their dependents in 
the event of death or disability. This book is the only 
one of its kind for army officers. It should be welcomed 
by credit executives and all those who sell merchandise 
and services to army personnel. 




















The Barometer 


Industrial activity during May held at the previous high level as pressure of war work out- 
weighed the effects of diminishing consumer durable goods output. 
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This barometer appears in the July issue of “‘Nation’s Business,” published by the United States Chamber of Commerce. 


The Map 


In all parts of the country, business activity is being main- and in a few places it is even below last year. Shipping difh- 
tained at peak levels, although conditions vary widely among culties and shortages of fuel to supply power for industry have 


different lines of business. In spite of the curtailments, which handicapped some factories. Gasoline rationing has also greatly 
have become more drastic in many industries, employment and affected business in recent weeks and will continue to keep down 
the total output of factories have increased close to 20 per cent. activity in many lines, especially in consumer goods and serv- 
Retail trade and other fields of business have been slowing ices. 

down somewhat, but they are still higher than they were a Favorable crop prospects and relatively stable farm prices 


year ago in almost every community. 


have kept up consumer buying in the agricultural regions of the 
Some further narrowing of the spread between this year and 


Middle West and throughout the South. 





last year is likely to take place during the coming months as at Large shipments of goods abroad, as well as the unusually 

this time last year business was forging ahead very rapidly. high rate of shipbuilding, have stimulated business in cities 

The outlook is for a continued high level of activity with in- along both Coasts. Much of the aircraft manufacturing capacity 

creases in output for war purposes exceeding the reduction in is also located in these regions, and employment in these in- 

the production of civilian goods. dustries has been rapidly expanding. Larger pay rolls result in 
Greatest gains have been reported in the East and also along additional retail trade and greater business activity. 

the West Coast. Advances have been almost as great in the In Canada, the most striking improvements continue to be 


Middle West, around the Great Lakes, and in Texas. made in the industrial regions north of the Great Lakes and in 
In several cities of New England, business is lagging behind the West. 
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nAMENT? 


By the Editor 


It Was a WARTIME Convention 


nom the sound of the gauel see 
opening the 380th Annual Conference and 
Credit Sales Forum on Monday after- 
noon at 2:00 until the final order of business 
Thursday afternoon at 12:30, the discussions 
were largely on credits in wartime, the contri- 
bution of the credit fraternity toward winning 
the war and full cooperation with the Federal 
Reserve System in the administration of Regu- 
lation W. All the addresses were outstanding 
—indeed, as fine as any in the history of Na- 
tional Association Conventions. 

The Wednesday afternoon session was de- 
voted to a discussion of Regulation W = as 
amended May 6. The convention hall was filled 
to capacity, with more than 1,100 present. 
Representing the Federal Reserve Board were 
the Honorable Ronald Ransom, Vice-Chairman, 
Board of Governors of the Federal Reserve 
System; Dr. Carl EK. Parry, Chief, Division of 
Security Loans, Federal Reserve System; and 
Mr. Lloyd B. Raisty, Federal Reserve Bank of 
Atlanta. The Chairman of the meeting, Past 
President, L. L. Meyer of Houston, presided in 
a masterful manner, and the splendid coopera- 
tion of Mr. Ransom, Dr. Parry and Mr. Raisty 
contributed much to the suecess of the forum. 
Many stated that it was the shining light of the 
conference, notwithstanding the fact that every 
address was interesting and constructive and a 
distinct contribution to the most successful con- 
ference in the history of our National Associa- 
tion. 

The several group meetings, as in the past, 
were interesting and instructive. <A general 


meeting of all groups was held Monday morn- 
ing, to enable everyone to‘attend the Wednes- 
day afternoon forum and at the same time per- 





mit attendance at three group meetings during 
the conference. The various groups met sepa- 
rately on Tuesday and Thursday afternoons, 
with highly satisfactory results. 

The delegates signified their appreciation in 
connection with the activities of the National 
Association in assisting its members on prob- 
lems created by Regulation W. Considerable 
interest was manifested in our booklet, The 
Layman’s Handbook of Regulation W, which 
will be published about July 15. 

The New Orleans Convention Committee de- 
serves praise for their part in making the Con- 
vention outstanding and in providing entertain- 
ment ‘‘after the day’s work was done.’’ As 
usual, the entertainment of delegates was con- 
fined to evenings. 

President Bolen presided over sessions like 
a veteran and was highly complimented for his 
fine work. 

The 1943 conference will be held in Mil- 
waukee, June 21, 22, 23 and 24, provided con- 
ventions are not banned for the duration. 

All in all, it was a fine meeting and judging 
from remarks, the 965 delegates returned to 
their homes feeling that their participation 
proved an excellent business investment. 


Meta 


General Manager-Treasurer 

















Next to the Stars and Stripes... 


AS PROUD A FLAG AS INDUSTRY CAN FLY 


Signifying 90 Percent or More Employee Participation in the Pay-Roll Savings Plan 


L doesn’t go into the smoke of battle, but 
wherever you see this flag you know that it spells 
Victory for our boys on the fighting fronts. To 
everyone, it means that the firm which flies it has 
attained 90 percent or more employee participa- 
tion in the Pay-Roll Savings Plan . . . that their 
employees are turning a part of their earnings 
into tanks and planes and guns regularly, every 
pay day, through the systematic purchase of 
U. S. War Bonds. 

You don’t need to be engaged in war production 
activity to fly this flag. Any patriotic firm can 
qualify and make a vital contribution to Victory 
by making the Pay-Roll Savings Plan available 
to its employees, and by securing 90 percent or 
more employee participation. Then notify your 
State Defense Savings Staff Administrator that 


you have reached the goal. 

how you may obtain your flag. 
If your firm has already installed the Pay-Roll 
Savings Plan, now is the time to increase your 
efforts: (1) To secure wider participation and 
reach the 90-percent goal; (2) to encourage 
employees to increase their allotments until 10 
percent or more of your gross pay roll is sub- 
scribed for Bonds. “Token” allotments will 
not win this war any more than “token” resist- 
ance will keep our enemies from our shores, 
our homes. If your firm has yet to install the 
Plan, remember, TIME IS SHORT. 


Write or wire for full facts and literature on instal- 
ling your Pay-Roll Savings Plan now. Address 
Treasury Department, Section D, 709 12th St., 
NW., Washington, D. C. 


He will tell you 


Make Every Pay Day “Bond Day" 











vs. WAR Bonds « Stamps 














NEW CREDIT REGULATION 


INSERTS 


Insert No. 1 can be sent to 

all charge customers. In- 
| sert No. 2 recommended for 
use with overdue accounts 
to stimulate payment be- 
fore the default date. Print- 
ed in blue ink on blue 


Gn Default 


Your charge ac€ount is past 
due. Under the Consumer Credit 
Regulation of the Government it 
will be in default if the amount 
in arrears is not paid in full on 
or before the 10th. 

The regulation provides that 
an account in default must be 
closed against further purchases 
of listed merchandise, either 
charge or installment, until the 
default has been corrected. 


STICKER 


Designed for use on over- 
due account statements 
commencing July 1. Short, 
snappy, and specific, it can- 
not be overlooked as it is af- 
fixed to the statement. Print- 
ed in blue ink on green 


paper. 
Only $200 a thousand 


paper. 


Only $200 a thousand 


(1) (2) 


WHAT THE GOVERNMENT 
CHARGE ACCOUNT 
REGULATION MEANS TO YOU! 


YOUR CHARGE ACCOUNT 








The Board of Governors of the Fed- 
eral Reserve System has announced 
new charge account regulations effec- 
tive May 6, 1942, in compliance with 
the President's Special Message to 
Congress. 


If you are in the habit of paying your 
charge account in full promptly upon 
receipt of your monthly statement, the 
new regulation will not affect you. You 
may continue to enjoy the convenience 
of buying what you want when you want 
it by simply saying “Charge It.” 

But—if you let your charge account re- 
main unpaid after the tenth of the second 
month following the month of purchase, 
then the government regulation will af- 
fect you—and you will not be permitted 
to charge or make installment purchases 
of listed merchandise until satisfactory 
settlement of your account has been ar- 
ranged. 


Make it a habit to pay PROMPTLY upon 
receipt of bill so that you may continue to 
enjoy the convenience of your charge account. 


The Regulation provides that a 
charge account is in default if 
any article for which credit was 
extended in the calendar month 
has not been paid for in full by 
the tenth of the second month fol- 
lowing. The privilege of charging 
listed merchandise, underthe Reg- 
ulation, must be withdrawn when 
a charge account is in default. 


REMEMBER — charge accounts are due 
and payable WHEN BILL IS RENDERED! 
It is not the intent of the Regulation 
to extend the time of payment. 


; | 
SACRED TRUST] , SACRED TRUST 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING ° . * ° ° ST. LOUIS, MO. 








